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LAA Draws 350 
To Dallas; Elect 
Russell Blanchard 


Field Of Communication 
Thoroughly Explored; 27 
New Members Added 


By CHARLES P. WOODS 


DALLAS—tThe field of “communi- 
cations,” ranging from person-to-per- 
son to company-to-public, was thor- 
oughly explored at the 28th annual 





L. R. Blanchard J. L. Briggs 


meeting of Life Insurance Advertisers 
Assn. here. An unusually attentive 
audience attested to the quality of the 
program, which drew a near record 
registration of more than 350. 

John L. Briggs, Southland Life, out- 
going president, in his annual report 
said there are 27 more members this 
year than last and five more com- 
panies are represented by member- 
ship in LAA. He added that no effort 
had been made during the year which 
might be construed as a membership 
campaign. 

L. Russell Blanchard, director of 
advertising, sales promotion and agen- 
cy research for Paul Revere Life, was 
elected president of LAA for the 1961- 
62 year. Also elected were: Vice- 
president, William A. Neville, Great- 
West Life; treasurer, Robert M. Mac- 
Gregor, Phoenix Mutual; secretary, 
George H. Kelley, New York Life; edi- 
tor, David J. Behling, Northwestern 
Mutual. 

Elected to the executive committee 

(CONTINUED ON PAGE 16) 


Dean Musser Resigns 
As Ore. Commissioner 


V. Dean Musser, Oregon commis- 
sioner for the last 2% years, has an- 
hounced his resignation to enter pri- 
vate business in Portland. The effec- 
tive date is Nov. 1. 

Mr. Musser was chief deputy for 
four years under former commission- 
ers Robert Taylor and Hugh Earle, 
Succeeding the latter when he resigned 
at the end of the administration of 
Gov. Holmes. 

Mr. Musser’s departure is the second 
from the ranks of NAIC in the last two 
weeks, Edward Stowell of Ohio is 
leaving his job to become administra- 
tive assistant to Gov. DiSalle. 
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Kacy Reaffirms Acacia One-Line Schriver Dinner Is 
Philosophy At LOMA Annual 


Acacia Mutual Life’s corporate 
philosophy of sticking to single-line 
selling—no group, 
no health cover- 
age, no brokerage 
or fire and casual- 
ty business—was 
reaffirmed last 
week by President 
Howard W. Kacy 
at the annual con- 
ference of Life 
Office Manage- 
ment Assn. in 
Washington, D.C. 

“Acacia,” Mr. 
Kacy said, “in- 
tends to keep right on selling life in- 
surance and only life insurance to the 
millions of people who still have a great 
need for it.” 

Mr. Kacy spoke on Monday, the first 
day of the meeting which saw Charles 
B. Laing, vice-president in charge of 
western operations of Prudential, 
elected president of the association. 
He succeeded Merrill R. Tabor, 1st 
vice-president and secretary of Berk- 
shire Life. Other officers elected were 
Harry L. Archey Jr., Fidelity Mutual 
Life, 2nd _ vice-president. Directors 
elected were Harry W. Kenney, Kansas 
City Life; Charles W. V. Meares, New 
York Life, and A. C. Vanselow, Frank- 
lin Life. 

In his speech, Mr. Kacy referred to 
the group field as “the most fiercely 
competitive segment of our business,” 


Put Off Effective 
Date Of Maryland 
Replacement Rule 


By WILLIAM MACFARLANE 


Commissioner Sears of Maryland has 
postponed for the time being the ef- 
fective date of his anti-replacement 
regulation, which was originally set 
for Oct. 3, as reported in last week’s 
issue. 

Deputy Commissioner John H. Cop- 
page told THE NATIONAL UNDERWRI- 
TER in a telephone conversation that 
had Commissioner’ Sears’ recent 
notice to companies regarding promul- 
gation of an anti-replacement regula- 
tion gone unprotested, the regulation 
would have gone into effect on the 
Oct. 3 date. However, since several 
local and out-of-state companies and 
life insurance associations have ob- 
jected to some of the wording of the 
regulation, the effective date has been 
postponed until the commissioner can 
consult with companies and associa- 
tion spokesmen. 

According to Sidney Green, the 
Maryland departments’ actuary, the 
commissioner will hold informal dis- 
cussions throughout October with life 
insurance industry people. As matters 
stand now, no formal hearing is 

(CONTINUED ON PAGE 22) 


Howard W. Kacy 








and noted that many cases are written 
with drastically reduced commissions 
or no commissions at all. Local agents 
are required to compete for business 
with their own home office special- 
ists. Also, in the individual health in- 
surance field too much time is spent 
on these low-profit sales, thus 
adversely affecting an agent’s earn- 
ings. 

“When a company takes on addition- 
al lines (fire, casualty, hospitalization, 
etc.), it encounters many problems 
which were not experienced while it 
was doing only a life business—prob- 
lems that may involve conflicts in 
philosophy governing underwriting, 
conservation, claims and so forth. Any 
proposed expansion that adversely 
affects the policyholder and public re- 

(CONTINUED ON PAGE 22) 


Aug. Ordinary Sales 
Show Decline; Total 
Figure Sets Record 


While ordinary sales in August 
dropped to $4,396,000,000, as com- 
pared to $4,452,000,000 in the same 
month in 1960, total sales in August 
reached a record $6,347,000,000, a gain 
of 4%, according to LIAMA. 

For the first eight months ordinary 
sales increased to $34,849,000,000, as 
against $34,763,000,000, and total sales 
were $51,276,000,000, as against $48,- 
369,000,000. 


Includes Group 


Ordinary figures include individual 
policies written on groups of people— 
$342 million in the first eight months 
of 1961 and $473 million in the same 
period in 1960. 

August group sales were $1,366,000,- 
000, compared with $1,061,000,000, and 
for the eight months were $11,677,- 
000,000, as against $8,910,000,000. 
Group figures represent new groups 
set up and additional coverage under 
amended group contracts already in 
force. 

Industrial sales in August amounted 
to $585 million, against $580 million, 
and for the first eight months totaled 
$4,750,000,000, as compared with $4,- 
696,000,000. 





High Spot Of NALU 
Denver Convention 


Only Controversial Issue 
Is Adequacy Of Reasons 
For Requested Dues Boost 


By ROBERT B. MITCHELL 


DENVER—As at all NALU gath- 
erings, important decisions in the in- 
terest of the field force are being 
made here, but without any doubt 
this year’s convention will be remem- 
bered and identified as the scene of 
one stellar event: The Lester Schriver 
appreciation dinner Monday evening. 


Schriver Esteem Told 


Those familiar with the NALU con- 
vention format know that Monday is 
pretty early in the proceedings to get 
any kind of big crowd together. Yet 
such is the esteem in which the soon- 
to-retire executive vice-president is 
held by NALU members and others in 
the business that nearly 600 old and 
new friends thronged the grand ball- 
room of the Denver Hilton Hotel to. 
hear tributes from 12 of his long time 
friends, followed by an appreciative 
and gracious response from Mr. Schriv- 
er. 

Toastmaster Robert L. McMilion 
NALU’s incoming president, present- 
ed a check to Mr. Schriver on behalf 
of the association and informed him 
that his desk and chair are to be de- 
livered to his new home when he re- 
tires. These are unusually handsome 
pieces of furniture. 


Complete Report In Dailies 


A more complete report of the din- 
ner, with quotations from the speakers 
and the guest of honor, will be found 
in the two special convention issues 
that were distributed at the conven- 
tion and are being mailed to all sub- 
scribers. 

At press time there was still to be 
decided the only controversial matter 
of any moment—whether to raise the 
dues to $8. The present figure is $6. 
Discussion of the treasurer’s report 
on Tuesday at the national council 
session indicated that the increase, if 
enacted at all, when it comes to a 

(CONTINUED ON PAGE 4) 





Major Robert F. 
Wagner of New 
York City and 
Equitable Presi- 
dent James F. 
Oates Jr. turn the 
golden pass key 
lighting three 14- 
foot high neon 
signs on the north, 
east and west sides 
of Equitable So- 
ciety’s new home 
office. ‘The signs, 
spelling out 
“Equitable,” are 





500 feet above the street level and are visible for many miles. Story on page 17. 
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AT CLAIM ASSOCIATION ANNUAL: 





Government And Private Approaches To 
Individual Contrasted By John Cameron 


Despite the fact that insurance com- 
panies may use modern, streamlined 
procedures and ad- 
ministrative tech- 
niques, they, un- 
like some govern- 
mentally sponsored 
system, must never 
forget that each 
policyholder _ still 
merits individual 
Consideration, 
John L. Cameron, 
president of 
Guardian Life, told 
International 
Claim Assn. at its 
in White Sulphur 





John L. Cameron 


annual meeting 
Springs, W. Va. 

To a company a policyholder is not 
only a number but a person with a 
name, Mr. Cameron said. Compulsory 
government insurance, on the other 
hand, must by its nature ignore the 
individual. 

“He is a number when he comes into 
the system, and he is a number when 
he collects from the system. His indi- 





Herman H. Bijesse 


Sylvester C. Smith 


‘vidual aims, ambitions and aspirations 
are of no concern. The law says he 
must have so much insurance payable 
under conditions set by legislative act, 
and paid for in devious ways, part of 
which shows up by deduction in pay 
and the rest by an erosion of his or 
someone else’s earnings. 


Opposition To Compulsory Program 


“It is up to us to continue to em- 
phasize the conflict between compul- 
sory government insurance and volun- 
tary private insurance whenever com- 
pulsory insurance oversteps the floor- 
of-protection concept. We must oppose 
any program which makes compulsory, 
insurance which insures many who 
don’t need the coverage, while leaving 
unprotected many who do—any com- 
pulsory program with a price tag 
which couldn’t possibly pass fair trade 
practices standards.” 

“At the meeting, Stanley L. Peterson, 
claim secretary of Aetna Life, was 
elected president. Other officers elect- 
ed were George F. Monks, New York 
Life, vice-president; Howard J. Le- 
Clair, Mutual of Omaha, secretary, and 
John McAlexander, Bankers National 
Life, treasurer. William J. McBurney, 
Prudential, was elected chairman of 
the executive committee. 

In his presidential address, Herman 
H. Bijesse, 2nd vice-president of Guar- 
dian Life, described the problems of 
the claim man of 50 years ago, noting 
that the claim man of 1910 could not 
possibly visualize all the problems 
he would have to face today, what with 
advances in medical science and pro- 
cedures, new and different types of 
coverages with corresponding difficul- 
ties in interpretation of the language 

¢ therein, or the administrative dif- 


ficulties in just handling the greatly 
increased volume of business. 

“In like manner,” Mr. Bijesse said, 
“who can possibly foretell what prob- 
lems the claim man will face 50 years 
from now—or 25—or even 10? What 
will be the effect and complications of 
radiation, fallout, space and missile de- 
velopments, guerrilla and possibly glo- 
bal war? Will whiplash injuries be 
supplanted by acceleration or decelera- 
tion injuries? Will radiation poisoning 
be considered accidental? 


Rapid Changes 


“The world we live in is changing 
rapidly and the problems of tomorrow 
will be vastly unlike the ones we know 
today. However, no matter what the 
changes and no matter what the diffi- 
culties in claim administration, our 
basic problems and considerations will 
and must remain the same. We must 
see that the insuring public—those 
who have paid for and need our prod- 
uct—receive prompt, courteous, ef- 
ficient and effective claim service, 
while at the same time we faithfully 
protect those wisely invested funds 
from the unscrupulous few.” 

In other speeches, Sylvester C. 
Smith Jr., general counsel of Pruden- 
tial, discussed the valuable applica- 
tion of pre-trial examinations in insur- 
ance litigation; Dr. Charles P. Bailey, 
chairman and professor of surgery of 
New York Medical College, covered the 
accomplishments of modern heart sur- 
gery, and Thomas R. Reid, civic and 
governmental affairs manager of Ford 
Motor Co., issued a call for revived in- 
terest in local communities by busi- 
ness men. 


N.Y. MANAGER SAYS: 


Departments Should 
Seek Queries From 
Twisters’ Prospects 


Leo Eisen, Equitable Society man- 
ager in New York City, writes: 

During recent months, I have been 
reading with keen interest your wide 
coverage and discussion of the re- 
placement evil. Many of the sugges- 
tions have been quite interesting, but 
their effectiveness is questionable. 


Got Liberal Education 


Many, many years ago I was in the 
middle of one of these _ situations, 
which ended in the cancellation of 
the agent’s contract and a subsequent 
law suit by that agent, which was 
thrown out of court. However, I got a 
liberal education in the methods used 
to win over the prospect and to con- 
vince him that the companies, the 
agents and the life underwriters as- 
sociation are all involved in a selfish 
desire to keep existing policies on the 
books to the detriment of the pol- 
icyholders’ interest. 

The frequent suggestion that where 
these situations arise, the policyholder 
should be advised to write the presi- 
dents of companies where he has exis- 
ting policies is all part and parcel of 
the same general idea; and it just 
gives added fuel to the twisters’ con- 
tention that because of the companies’ 
selfish interest even the president will 





not give an honest opinion. 

However, it is my feeling that a 
more effective tool is available. It is 
that the insurance commissioner of 
this state, or even of other states, 
should issue a statement to the public 
warning them of this situation and 
advising them to beware of those 
who would encourage them to discon- 
tinue good existing policies for re- 
placement with new insurance, and 
suggesting that if they are approached 
with such a plan, they should consult 
with their previous agent, with the 
companies themselves, or if need be, 
write to the state insurance depart- 
ment. 


Give Wide Publicity! 


In addition, if the companies or the 
Life Insurance Assn. of America 
were to give wide publicity to such 
statements and make reprints avail- 
able to the agents for circularization 
to their clients and for use in spec- 
ific cases, it is my opinion that it 
would prove a very effective tool. 

One thing is sure: The twister would 
have a pretty tough time convincing 
his prospect that the state insurance 
department is also in the conspiracy 
against the client. 


5 Producers, 1 Lawyer 
On AALU Seminar Bill 


Five producers and an attorney will 
discuss aspects of advanced sales at 
a seminar sponsored by Assn. for Ad- 
vanced Life Underwriting, Oct. 30, at 
the Commodore Hotel in New York. 
The program will open at 9:15 a.m. and 
run throughout the day until 5 p.m. 

Speakers will include Leonard Sil- 
verstein, AALU counsel and executive 
director; John Todd, Northwestern 
Mutual, Chicago; Philip Goldberg, 
Canada Life, New York; Alfred Howes, 
Connecticut Mutual, New York; Frank 
E. Sullivan, American United Life, 
South Bend, and Harold Franklin, 
Canada Life, Cleveland, president of 
AALU. Speakers’ subjects will be an- 
nounced later. 

Merril P. Arden, National Life of 
Vermont, New York, is chairman of 
the seminar committee. 


Elmer S. Rosenthal of the Adam 
Rosenthal Agency, St. Louis, led all 
other General American Life agents 
in individual sales in August. 


September 20, 196) 


Stuart Smith Retires 
As Senior V-P For 
Conn. General 


Stuart F. Smith, senior vice-presj. 
dent and a director of Connecticyt 
General, has re. 
tired for reasons 
of health after 
more than 4 
years in the insur. 
ance business, He 
will, however, re- 
main a director of 
Connecticut Gen- 
eral. 

Mr. Smith has 
earned national 
prominence within 
the insurance in- 
dustry for many 
of his sales management innovations 
and was responsible for the develop- 
ment of estate planning at Connecticut 
General. 

He joined the company as an agent 
in 1924 after serving four years as 
manager of the insurance and bond 
department of B. F. Goodrich Co, 
He was appointed manager at Pitts- 
burg in 1932, and two years later was 
named manager in Philadelphia. 

Mr. Smith went to the home office 
as vice-president and director in 1947 
and was named senior vice-president 
in 1960. In 1958 he became a director of 
Puritan Life, which is owned by Con- 
necticut General. 

Early in his career he qualified as a 
life member of Million Dollar Round 
Table, the first Connecticut General 
producer to do so. 

Mr. Smith plans to live in Naples, 
Fla., during his retirement. 


Retail Credit Manager To 
Address N.Y.C. Supervisors 





Stuart F. Smith 
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Jerald G. Sawyer, manager of the | 


New York office of Retail Credit Co., 


will be the speaker at the first meet- © 
ing of the season of New York City | 


Life Supervisors Assn. at the Brass 
Rail Restaurant, Oct. 10. 

Mr. Sawyer will review the mechan- 
ics and theory of a Retail Credit 
inspection. 
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James A. Byrd, 
associate execu- 
tive vice-president 
of NALU, receives 
a copy of the new 
booklet, “Careers 
for Women as Life 
Underwri- 
ters,” from Stella 
P. Manor, chief of 
the U. S. Depart- 
ment of Labor's 
division of pro- 
gram planning, 
women’s bureau, 
left, and Thelma 
R. Davenport, 
Northwestern Mu- 
tual, Washington, 
D. C. The booklet, 
a source of life 
insurance career 
guidance material 
for women, was 
produced by the 
women’s _ bureau 
with the assistance 
of NALU’s com- 


mittee of women underwriters, which Mrs. Davenport represented in its 
dealings with the Labor Department. The booklet is based on actual case 
histories and information supplied by the NALU women’s committee throueh 


a survey of women producers. 
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“What de we 3 couples have in common 


“Research has indicated that Prudential’s ad- 
vertising efforts in print and on television, par- 
ticularly in recent years, have paid off by building 
greater good will for the Company and by creat- 
ing the kind of atmosphere in which our sales 
representatives can be most successful.” Frederick 
H. Groel, Executive Vice President, The Prudential 
Company of America. 


From its early beginnings, Prudential has relied 
on advertising to help sustain the growth of the 
company. The famous slogan, “The Prudential Has 
the Strength of Gibraltar,” was first used in maga- 
zine advertisements in 1896. Over the years, Pru- 
dential has diversified its services to meet the life 
and health insurance needs of people at every in- 
come level and in every business situation. Today, 
the company insures 36 million people who carry $82 
billion worth of life insurance in force. The com- 
pany sells life insurance for individuals, families 
and business; annuities, health insurance, and in- 
surance and pension plans for employee groups. 


Three Advertising Objectives 


Supporting this vast selling effort, the company 
has three basic advertising objectives: 

1) To reach as many people as possible in all 
walks of life. Its advertising is directed to the widest 
possible market, using advertising outlets that give 
its insurance messages the greatest circulation and 
exposure. 

2) To pave the way for the agent to sell and 
conserve business. The agent’s job is easier when his 
Prospect has already read about or heard about him, 
his product and Prudential. It enables him to con- 
centrate on his immediate objective—which is to sell 
insurance. 

3) To build prestige for the agent and the com- 
pany. Since insurance is fundamentally only a 
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Advertising that Helps Agents Sell 


promise for future payment, complete faith in the 
company must be implanted in the minds of pros- 
pects. 

“The Twentieth Century” 


Advertising that builds prestige for the company 
may be found in its popular television show, “The 
Twentieth Century,” which has received some 40 
awards for its public service contributions. Film 
prints of “The Twentieth Century” are seen free of 
charge every year by well over 5 million students 
and grownups. Field offices are alerted to those 
groups in their communities which have requested 
prints so that agents may follow through with sales 
calls at a later date. Almost 10,000 educators regu- 
larly receive teaching guides designed to help them 
build student activities around the programs. 


Product Campaign 


In conjunction with the television series, a power- 
ful new print campaign in LOOK will reach an 
audience of over 30 million people. The campaign, 
aimed at specific markets, among them women, 
middle-income family men, farmers and business 
men, will also appear in other leading publications. 
From time to time, the ads will tie in with special 
sales events. 

The objective of the first ad in the series, a spec- 
tacular, four-color spread advertisement, was to 
underscore people’s insurance needs. The ad (see 
illustration above) shows three average American 
couples in every-day activities, and gives case his- 
tories of their specific insurance benefits. It drives 
home the campaign theme: “insurance protection 
we need right now for the responsibilities we have 
right now.” 

Direct Aid For Agents 

Over 350,000 reprints of the ad appearing in 
LOOK were distributed to agents. The company also 
supplied them with unique brochures, a separate 
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version for each of the couples in the ad—young 
married, growing family, approaching-retirement 
age—which clearly spells out the premiums for, and 
the benefits from, Prudential life insurance policies. 
By tying-in its sales literature to the advertising 
copy theme, the company capitalizes on the cam- 
paign’s impact on the reader, and smooths the 
agent’s path for making a direct sell on the pros- 
pect’s immediate insurance needs. 


“Contributed to Sales” 


Reports from Prudential’s field offices attest to 
the ad’s effectiveness: 

“Ad was striking. Using the 3 synopsis forms, 
Agent Allen sold two retirement plans, Agent Skel- 
ton a number of young marrieds, and Agent Rafeld 
some Family policies and Modified 5-10’s.” Merritt 
H. Clymer, Mgr., Canton, Ohio. 

“The LOOK Ad was outstanding. It contributed 
heavily to our August sales this year. Agent Jack 
Cleary wrote three contracts. He reports sales were 
a direct result of the ad and the synopsis compartfion 
piece.” G. David Riggs, Mgr., Cleveland, Ohio. 

As the agents themselves report, the ad brought 
the Prudential message closer to the insurance 
needs of the public and, at the same time, created a 
favorable climate for selling. It is a prime example 
of advertising that helps agents sell. 


OOK 


Reaching into 18,460,000 homes with a single issue 











Schriver Dinner 
Is High Spot OfNALU 
Denver Convention 


(CONTINUED FROM PAGE 1) 
vote late Thursday afternoon, would 
be anything but a routine matter. 

The objections were not so much on 
the merits of the increase but rather 
on the sufficiency of the reasons given 
for it. Several members of the coun- 
cil wanted to know why detailed fig- 
ures had not been given. Also, a bud- 
get item for depreciating the head- 
quarters building at 5% a year elicited 
objections. 

On the other hand, there is un- 
doubtedly a strong emotional feeling 
to back the administration, particular- 
ly after the recommendations of trea- 
surer Louis J. Grayson, Travelers, 
Washington, D. C., and Mr. Schriver. 
Said Mr. Schriver in his final report to 
the national council earlier in the day, 
“We can continue our deficit financ- 
ing until we use up our modest sur- 
plus. We can drastically reduce our 
program and tell part of our staff to 
look for other jobs, or we can ask for 
a modest increase in dues to meet the 
needs of the present crisis. The deci- 
sion is yours, but I shall leave you with 
a guilty feeling of inadequacy if I 
have failed to make you realize the in- 
dispensable nature of the total pro- 
gram of NALU to every one of you.” 

Detailed coverage of the convention 
is contained in the two special conven- 
tion dailies. 








Paul Mountcastle, chairman of Life 
& Casualty, left, presents an inscribed 
wine cooler to President Guilford Dud- 
ley Jr., on the 58th anniversary of 
the company. A. M. Burton, the sole 
surviving founder of the company and 


now president emeritus, is pictured 
in the center. Inscription on the cool- 
er reads: “Guilford Dudley Jr., in 
appreciation of your leadership in 
guiding Life & Casualty to the $2- 
billion mark. 
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Survival kits, 
fallout suits and 
radiation detection 
equipment are 
among the items 
designed for family 
use that are being 
offered at discount 
rates to employes 
of John Hancock. 
Here, Byron K. 
Elliott, Hancock 
president, center, is 
placing his order 

_ With Everett Saun- 
ders, president of 





the company’s FCA employe association. The sale, which is being sponsored by 
FCA, is part of the company’s civil defense program. The Hancock home office 
building is equipped to provide food, water and shelter for 6,000 occupants, in 
the event of a disaster. Looking on are other employes, Gloria Bouchard, left, 
Janet Tenney, second from right, and Frank Brennan. 





Catholic Knights Hold 
Triennial Convention 


At the 31st triennial convention in 
Milwaukee of Catholic Knights of Wis- 
consin, all officers were reelected 
for a three-year term. Commissioner 
Charles L. Manson was the principal 
speaker at the banquet and the follow- 
ing day the convention unanimously 
passed a resolution in favor of Mr. 
Manson’s bill making it mandatory 
for fraternal societies to elect their of- 
ficers instead of appointing them. The 
bill has been passed and is awaiting 
the action of Gov. Nelson. 

Other resolutions included favoring 
an amendment to the federal aid to 
education bill to include long term, low 
interest loans to private institutions 
and the decision to continue the socie- 
ty’s program to contribute $1,000 annu- 
ally to each of the archdioceses and 
dioceses in which the organization is 
or will become actively engaged dur- 
ing the ensuing 10-year period. Three 
out of four premium dollars are invest- 
ed in mortgage loans to Catholic par- 
ishes, institutions and home owners. 

Joseph F. Walsh in his presidential 
report noted that the company had a 
gain of 26% for the first eight months 
of 1961 and that the increase for August 
was 67% over that of the previous Au- 
gust, the largest gain ever. New agencies 
were established in Detroit and Du- 
buque. 


Standard Security Awards 
Selling Prize To S. R. Klar 

Standard Security Life of New York 
has awarded its “Counsel for Security” 
plaque, given for professional achieve- 
ment in life insurance selling, to S. 
Richard Klar. Mr. Klar produced over 
$750,000 in paid-for business in the 
period which ran from Feb. 1. to 
Aug. 1. 





@ PRIME LOCATION 


@ CLASS A BUILDING 


@ TOP TRANSPORTATION 





: IN SOUTHERN CALIFORNIA 


MAJOR OFFICE BUILDING 
TO BE SOLD 


Blue chip Wilshire area, 9 minutes 
from Los Angeles City Hall. 


49,000 square feet, built 1951, filtered 
air conditioning, plentiful parking. 


Close to 700 miles of freeways, excel- 
lent public transportation, airport and 
helicopter service. 


William W. Banks ’ 
Phone MUrray 1-3063 or write B-10, National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Ill. 








25 Insurance Men Attend 
Population Trend Meet 


Leading social scientists from 31 
U.S. colleges and universities and ex- 
ecutives of 19 major life companies 
are taking part in a three-day con- 
ference on American population 
trends, Oct. 1-2, at the Arden House, 
Harriman, N. Y. 

The conference is sponsored jointly 
by Columbia University graduate 
school of business and Institute of Life 
Insurance. 


List Conferees 


In addition to the principal speakers 
from the fields of the social sciences 
and representatives of graduate school 
of business and the institute, the con- 
ferees will include 32 social scientists 
and educators and 25 executives of 
life insurance companies and national 
life insurance organizations. Attend- 
ing from the insurance business are 
G. E. Cannon, Standard Insurance Co. 
of Portland, Ore.; Edwin W. Craig, 
National Life & Accident; Harold J. 
Cummings, Minnesota Mutual; Deane 
C. Davis, National Life of Vermont; 
Frederic W. Ecker, Metropolitan Life; 
Davis W. Gregg, American College; 
Laflin C. Jones, Northwestern Mutual; 
Robert L. Maclellan, Provident Life & 
Accident; J. McCall Hughes, Mutual 
of New York; Walter O. Menge, Lin- 
coln National Life; Clarence J. Myers, 
New York Life; James F. Oates Jr., 
Equitable Society; H. Bruce Palmer, 
Mutual Benefit Life; William K. 
Paynter, Connecticut General; Fred- 
eric Peirce, General American Life; 
John S. Pillsbury Jr., Northwestern 
National; H. Ladd Plumley, State Mu- 
tual Life; John W. Riley Jr., Equitable 
Society; Henry R. Roberts, Connecti- 
cut General; Bruce E. Shepherd, Life 
Insurance Assn. of America; W. Lee 
Shield, American Life Convention; 
Eugene M. Thore, Life Insurance 
Assn. of America; D. N. Warters, Ban- 
kers Life of Iowa; Dan C. Williams, 
Southland Life, and William P. 
Worthington, Home Life of New York. 


Non-Medical Cover Given 
Child At Parent's Death 


Confederation Life of Toronto has 
offered a new option on its Junior 
Partnership policy, allowing an in- 
sured child under age 21 to take out 
a new policy, without evidence of in- 
surability, upon the death of a parent. 

The policy covers the parent while 
the child is still a minor, then switches 
to the life of the child when he 
reaches 21. Previously, if the covered 
parent died before the child reached 
21, the death benefit was paid and 
the coverage ended. 
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Life Of No. America 
Opens Three New 


Regional Offices 


Life of North America has estab. 
lished three new regional offices at San 
Francisco, Cincin- 
nati and Atlanta, 
in a move to de- 
centralize opera- 
tions. 

Douglas R. Scho- 
enfeld will be in 
charge of the re- 
gional office at San 
Francisco as su- 
perintendent of 
agencies in the 
west. He joined the P 
company in 1957. 
ie han be 5 D. R. Schoenfeld 
rector of Southern Connecticut Gen- 
eral Agents & Managers Assn. and 
secretary-treasurer of the Southern 
Connecticut chapter of American So. 
ciety of CLU. 

Robert L. Pope, superintendent of 
agencies and in charge of the mid- 












G. Ernest Thomas 


Robert L. Pope 
America office at Cincinnati, joined 
the company in 1957 and became an 
officer in 1959, after being an assist- 
ant superintendent and superintendent 
of agencies. 

G. Ernest Thomas, superintendent 
of agencies at the Atlanta regional 
office, was made assistant superintend- 
ent of agencies in the eastern division 
in 1958 and superintendent of agencies 
and an officer in 1959. He is a past 
treasurer of the Louisiana Assn. of 
A&H Underwriters and a former lec- 
turer in life insurance at Tulane Uni- 
versity. 


Japanese Executives 


Visit John Hancock 

Eleven Japanese business execu- 
tives, visting this country on a tour 
arranged by the International Coopera- 
tion Administration in Washington, 
were guests of John Hancock. Milton 
O. Corey, associate personnel director, 
told the group of John Hancock’s man- 
agement training techniques and sal- 
ary administration procedures. 





Levering Cartwright 
INSURANCE STOCKS 


Life-Fire-Casualty 


Cartwright, Valleau & Ce. 


Members Midwest Stock Exchange 


Board of Trade Building 
Chicago 4, Illinois 
WAbash 2-2535 Teletype CG1475 


You may telephone orders collect. 
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This advertisement, supporting Lincoln 


Life agents, appeared in the 
Saturday Evening Post and Time. 
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Young Man! Here’s how to protect yourself against 
the tragedy of becoming “Uninsurable”.. . 


“Uninsurable” means you can’t buy another dime’s worth of life marry, and each time you have a child 
insurance anywhere. But Lincoln Life’s exclusive new plan before you reach age 40. 
GUARANTEES your future insurability hth endef thie thine weeatig on 


irector, to age 40—and at standard rates, too. ‘ 

s man- If you qualify and buy your full 10 units Paacsccal eee er gg 

d sal- of this plan before you're 25, you'll Presa ge akan pera 
have secured the only guaranteed in- 8 P 4 


surability plan with all these provisions: Upon marriage, your option to buy a 


Six options to buy additional $10,000 Family Policy without evidence of your 
amounts of permanent life insurance— wife’s insurability. 

even if you become “‘uninsurable.” Extra options beyond the normal six, 
Term insurance until you’re 40. if you need them because of additional 


An additional $10,000 of term insur- Darin or mnencinges pyrer: to ag 90. 
ance for three months, with absolutely Phone your Lincoln Life Agent for 
no additional premium, when you details about this plan! 


ne Lincoln 


e 
NATIONAL Life INSURANCE COMPANY 


ITS NAME INDICATES ITS CHARACTER FORT WAYNE 1, INDIANA 





Insurance Medical Men 
Plan 70th Annual Meet 


Assn. of Life Medical Directors of 
America will hold its 70th annual 
meeting Oct. 18-20 in New York. 


Dubos To Speak 


Rene Dubos, member and professor 
Rockefeller Institute, will describe 
the biology of infection in the modern 
world. Andrew C. Webster, vice- 
president Mutual of New York, will 
discuss current mortality and under- 
writing. 


FieNATIONAL UNDERWRITER 


Dr. Felix Wroblewski, Sloan-Ket- 
tering Institute, will speak on diagnos- 
tic dissection by enzymes. A reevalu- 
ation of the T-wave changes in the 
electrocardiagrams of otherwise nor- 
mal individuals will be made by Dr. 
Charles E. Kiessling, and Dr. Royal 
S. Schaaf, associate medical directors, 
and Annie M. Lyle, actuary, all of 
Prudential. Dr. George P. Robb, as- 
sociate medical director, and Herbert 
H. Marks, statistician, Metropolitan 
Life, will evaluate the postexercise 
electrocardiogram in the detection of 
coronary disease. 
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Dr. Howard A. Rusk, professor New 
York University-Bellevue Medical 
Center and associate editor The New 
York Times, will describe rehabilita- 
tion. E. J. Faulkner, president Wood- 
men Accident & Life, will present a 
talk entitled “Needed: An Antidote for 
Social Benefit Euphoria.” Dr. Dickin- 
son W. Richards, Columbia University, 
will talk about chronic bronchitis. Dr. 
Emerson Day, director Strang Cancer 
Prevention Clinic, will describe the 
effect of early diagnosis on cancer 
prognosis. 

oo 
. : Me 


Start-in-life insurance pays toward college or marriage 


A NEW PLAN FOR YOUR CHILDREN’S FUTURE— EXCLUSIVE WITH JOHN HANCOCK 
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Fidelity Mutual Life 


Names 3 V-Ps, Director 
Fidelity Mutual Life has appointed 
three new vice-presidents and has 


Harry S. Redecker Harry L. Archey Jr, 


elected a director. The vice-presidents 
are Harry L. Archey Jr., administra- 
tion; Norman Harper, actuary, and 
Harry S. Redecker, general counsel. 
Mr. Archey has been supervisor of 
payment to policyholders division, 
statistician, assistant secretary and 
secretary. He was chairman of the 
eastern planning committee of Life 


Norman Harper Walter W. Slocum 


Office Management Assn., chairman 
of its conference program committee 
and a director. He has also been a 
governor of the Insurance Information 
Office of Pennsylvania. 

Mr. Harper joined the company in 
1929 as an actuarial clerk. He became 
a fellow of Society of Actuaries in 
1945, was made associate actuary in 
1950 and actuary in 1954. 


Redecker Held ALC Posts 


Mr. Redecker joined the company in 
1935 as an attorney, became secretary 
in 1944, and was made general counsel 
four years later. He has been secretary 
and chairman of the joint committee 
of the practice of law of American 
Life Convention and Life Insurance 
Assn. of America, secretary and co- 
chairman of the national conference 
of lawyers of Life Insurance Counsel, 
and vice-chairman of the life insur- 
ance law committee of the Philadel- 
phia Bar Assn. 

Walter W. Slocum, president of In- 
ternational Resistance Co., has been 
elected a director. 

Richard H. Hollenberg, associate 
general counsel, has been appointed 
2nd vice-president and associate gen- 
eral counsel. 

W. Terry Vrooman, assistant secre- 
tary, has been made secretary. Martin 
L. Zeffert and William A. Porter, 
assistant actuaries, have been ap- 
pointed associate actuaries. Both are 
fellows of Society of Actuaries. 

Paul L. Wise, assistant counsel, has 
been appointed associate counsel. 


Omaha Life Men Hear Barrett 


Septe: 


How can you be sure your children will get the start in life you hope to give them? John Hancock’s 
new Start-in-Life Insurance provides an Education Fund (payable in installments) to help see your 
children through college, or a lump sum to help them start their married life, or a combination of the 
two. In the meantime, your children are covered by life 
insurance. Ask your John Hancock man for full information 
about this new plan. 


The opening meeting of the 1961-62 
session of Omaha Assn. of Life Under- 
writers featured Frank J. Barrett, di- 
rector of insurance in Nebraska. In 
addition, the health insurance persis- 
tency awards were presented to those 
who qualified in 1961, and those who 
completed LUTC courses in 1960 re- 
ceived their certificates. 


Cx 
MUTUALYS LIFE INSURANCE COMPANY 


This plan is not available in certain states. BOSTON, MASSACHUSETTS 
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Looking for better solutions 
to small-group pension problems? 


Better check Nationwide’s new RETIREMENT SECURITY PLAN (RSP)®, especially designed for 
corporations with 3-to-24 employees. No trust agreements—no individual policies—no product 
development. Nationwide prepares cost estimates and proposals based on brief, simple facts. 

RSP® will pay up to $96,000 cash or $670 monthly to key stockholder-employees. Rates and 
benefits guaranteed for life; death benefit before and after retirement with early disability, 
too. 20% graded commission. And Nationwide handles all details of installation and admin- 
istration, provides booklet-certificates to participants—to save you time and expense. There’s 
nothing else like it anywhere today! 

Ask your nearest Nationwide Group office for descriptive brochure or write Group Pension 
Sales, Department N, Nationwide Insurance, 246 North High Street, Columbus 16, Ohio. 


Find out, too, about Nationwide’s new approach to profit-sharing plans and their 
revised guaranteed interest and purchase rates for Deposit Adminstration. 


r ' Por oe Rad Say the company that created SECURANCE 





Nationwide Mutual Insurance Company/Nationwide Life Insurance Company 
home office: Columbus, Ohio 





FteNATIONAL UNDERWRITER 


Changes In The Field 


Woodmen A.&L. 
William Beaty has been named 
agency manager for the eastern Ok- 
lahoma territory at Tulsa. He has 
been with Prudential there. 


Jefferson National Life 
Named general agents are Bernell 
L. Peters, Caseyville, Ill.; Joseph G. 


A ghost town, desolate and decayed, 
today remains a symbol of the 
“strike-it-rich”’ myth. Yet this myth 
persists. Some people still stake their 
savings on dreams of a “‘quick kill- 
ing” or on promises of financial 
gains based on the stock market’s 
best performance. Then when money 
is badly needed for family protec- 
tion or retirement, they’re shocked 
to find that their investment hasn’t 
“paid off.” 
Is it “inflation’’ talk that makes 
people take such chances? Is it 
true that life insurance is less 
valuable in time of inflation? 
What are the facts? 
(1) Inflation is never here to stay. 
Living costs rise and fallin cycles. 
(2) Jf inflation shrinks your dollar, 


Confederation Life... 


Anastasi, Silver Spring, Md.; James 
A. Townsend, Fairfax, Va.; W. Lon 
McBee Jr., Knoxville, and Harvey 
Woosley, Glasgow, Ky. 


Standard Security Of N.Y. 
Clarence Rareshide has been ap- 
pointed general agent at New Orleans. 
He was superintendent of agencies for 


the 
CE 
that 

turned 


life insurance will answer the 
challenge—dividends will stead- 
ily increase the face value of 
your policy in event of death— 
they will also steadily increase 
the cash value of your policy if 
you live to retirement. 
You pay for life insurance over 
many years—not in one lump 
sum. So if the value of your 
dollar declines, you are then 
paying for insurance protection 
in those devalued dollars. 
Life insurance, in addition to the 
protection it provides, is safe 
savings. It guarantees the in- 
come you select. 

(5) Realestate, common stocks, etc., 
aren’ta guaranteed hedge against 
inflation. Statistics prove invest- 


Western Life, agency supervisor for 
John Hancock and before that was a 
unit supervisor for Aetna Life. 


United States Life 


White & Winston, general agency 
at New York, has made Roberto Her- 
nandez y Corujo head of its new Latin 
American department, which will 
service the Spanish-speaking market 
in the metropolitan area. He joined 
the Godoy-Sayan organization of Ha- 
vana as assistant manager of the 
group department and later was made 





ment marketscan decline at the same 
time that living costs rise. 

By all means consider other forms of 
investment—after you have pro- 
vided for enough permanent life in- 
surance. How much is enough? Only 
you can decide, with the help of a 
man trained and experienced in 
family protection and retirement 
planning. The man with the Plan is 
your Confederation Life representa- 
tive. See him... soon! 

Enough Life Insurance... the solid founda- 
tion of any investment plan. 


(‘onfederation Life 


ASSOCIATION 
HOME OFFICE: 321 BLOOR ST.E., TORONTO 


serving insurance better through this factual advertising series. 
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vice-president in charge of sales and 
public relations for that company. 

George F. Gilbert has been appoint- 
ed assistant superintendent of agen- 
cies, A&H, at the new Los Angeles 
regional office. 


Franklin Life 

John E. Duffy 
has been promoted 
to regional man- 

ager at Chicago. 
As agency man- 
ager, Mr. Duffy 
has built one of 
Franklin Life’s 
leading sales units, 
currently ranking 
4th among some 
500 agencies 
John E. Duffy across the nation, 
He previously served as division man- 
ager at Cincinnati, and as director of 
specialized training in the home office. 
His appointment to this post fills a 
vacancy left over two years ago by 
F. J. Budinger who became executive 

vice-president at the home office. 


Canada Life 


Martin H. Shender & Co. has been 
named general agent for the Chicago 
area. Mr. Shender is a life and quali- 
fying member of the 1961 MDRT. 


Employers’ Life Of Boston 

George F. Reynolds has been made 
manager at Springfield, Mass. He has 
been a brokerage supervisor and be- 


F. James Murray George F. Reynolds 


fore that was at Boston for National 
Life of Vermont and New England 
Life. 

F. James Murray has been made 
manager at Cleveland. He has been 
at Chicago for New York Life and was 
made brokerage supervisor at Em- 
ployers’ in January, 1961. 


Equitable Of lowa 

Burton F. Troll 
has been named 
St. Louis agency 
manager. 

Mr. Troll com- 
menced his life 
imsurance' career 
in 1951 as an agent 
for Prudential. In 
1956 he was 
named an assis- 
tant general agent 
in the St. Louis 
agency of Massa- 
chusetts Mutual. 


Guardian Life 


Martin E. Brown and George S. 
Murdock have been made field train- 
ing supervisors. Mr. Brown has had 
his own agency in East Orange, N. J. 
He is a CLU. Mr. Murdock joined the 
company in 1959 and qualified for the 
Leaders Club in his first year. Re- 
cently he has been supervisor at Syra- 
cuse. 

Sedgwick S. Gordon has been made 
manager of a new group regional of- 
fice in Dallas. He has been a group 
and brokerage manager at Dallas and 


Burton F. Troll 
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is a past president of the Dallas 
Group Underwriters Assn. 

Leland D. Adams has been made 
district agent at Columbus, O. Until 
joining the company he managed his 
own agency there. 


United States Life 
Sam Sinsley and Philip B. Brinen 
have been appointed general agents 





Philip B. Brinen 


Sam Sinsley 


at Tampa. Both were agents of John 
Hancock there before they formed a 
general lines brokerage agency in 
1953. 


Prudential 


Gerald H. Young, manager of the 
midtown New York City agency, will 
be made manager of the downtown 
agency, replacing Hiram C. Hender- 
son, who has retired. He joined the 
company as a 2nd vice-president in 
1957 and became manager of the mid- 
town agency in the next year. Before 
1957 he headed an agency for State 
Mutual Life at New York. He is a 
CLU. : 

Harvey S. Greenberg, an associate 
manager at the midtown New York 
City agency, will become manager 
there. He joined the company in 1956 
as a division manager in the midtown 
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agency and before that was with New 
York Life. 


Union Mutual Life 


C. Robert Purnhagen has been named 
manager at Dayton, Ohio. He has been 
with Mutual Benefit Life since 1957. 
He is a qualifying and life member of 
the Million Dollar Round Table. 

Myron S. McIntire has been named 
manager at Presque Isle, Me. He has 
been assistant manager and manager 
at Bangor, Me. 


Great-West Life 


Three new supervisors have been 
named and another transferred with- 
in the Canadian field organization. 
The newly appointed supervisors are 
John A. Newton, Vancouver; R. Norris 
Bowden, Toronto, and W. Robert 
Davidge, Saint John. Transferred from 
Halifax to St. Catherines was J. Rob- 
ert Miller. 


American National 
Douglas Linkous has been appointed 
general agent at Dayton to succeed W. 
S. Wells, who is moving to Frankfort, 
Ky., to open a new general agency 
there. 


Peoples-Home Life 
Virgil A. Schnieders and William E. 
Gardner have been appointed broker- 
age managers at Kansas City and 
Washington respectively. 


Pacific Mutual Life 


The company has appointed Robert 
A. Bart manager of its Columbus mort- 
gage loan office and William A. 
Browning manager of the Oakland 
mortgage operation. 

John P. Harriman, group manager 
at Detroit, has been transferred in that 
capacity to San Diego. 


Northwestern National 


Kenneth C. Lindgren, formerly a 
supervisor in the company’s north cen- 
tral divisional office at Minneapolis, 
has been named manager of a new 
district agency at Austin, Minn. The 
Austin agency replaces the compa- 
ny’s Albert Lea office which since 
1932 was managed by Renzie E. Fo- 
glesong, now retired. 


Great American Life, N.J. 

William H. Moffett has been ap- 
pointed regional field supervisor for 
southern New Jersey and eastern 
Pennsylvania. He has been a broker- 
age supervisor at Philadelphia for 
New York Life. 


Massachusetts Mutual 


Don C. Peterson, Fort Worth district 
manager for the Campbell agency at 
Dallas, has been appointed general 
agent of a new agency at Fort Worth. 
He was district manager in Nocona, 
Tex., and before that was a rancher. 


Valley Forge Life 


Robert C. Lawton has been ap- 
pointed regional brokerage manager 
for California, Oregon and Washing- 
ton, with headquarters at Los Angeles. 
He has been manager at Long Beach, 
Cal., for Life of North America. 


BROTHERHOOD MUTUAL LIFE— 
Charles A. Hermance has been ap- 
pointed general agent at Miami, Fla. 
Robert W. Gehret, Ephrata, Pa., has 
been appointed general agent for 
southeast Pennsylvania. He has had 
eight years of experience with Mu- 
tual of New York. 


GEORGIA INTERNATIONAL LIFE 
has appointed Frank B. Falkstein Jr. 
general agent at San Antonio, Tex. He 


was manager for Prudential before 
joining Georgia International some 
time ago. 

Walter L. Carpenter has been ap- 
pointed general agent at Houston, 
Texas. He has been a general agent 
for Farmers & Bankers Life at Hous- 
ton and before that was assistant 
manager for Prudential there. 

Irving E. Kemp has been made gen- 
eral agent at Cincinnati. He has been 
a general agent there for Penn Mu- 
tual. 


GIRARDIAN has promoted R. W. 
Van Lone from regional manager in 
California to regional superintendent 
of agencies there. He has been with 
the company since 1950. 

A. L. Cooper has been appointed 
regional manager in Colorado and 
New Mexico. 


CALIFORNIA LIFE—John Lyd- 
dane has been appointed district group 
sales manager in the home office area 
-——primarily northern California. In 
the business seven years, he has been 
a group sales representative of the 
company for two years. 


Dale L. Woodruff, first vice-presi- 
dent has been elected president of 
AMERICAN GUARANTY LIFE of 
Portland to succeed E. F. Piethman, 
who retired in June. Before going with 
American Guaranty, Mr. Woodruff was 
general agent of Franklin Life. 


TENNESSEE LIFE—David W. Er- 
win has been named manager at Hous- 
ton. He has been with Travelers since 
1949, 


TEXAS RESERVE LIFE—Forrest 
Gregory has been appointed Houston 
manager. He entered the business in 
1945 with Southland Life. 





THE IDEAL AID TO C.L.U. STUDY 





123 WEST NORTH STREET 








R & R QUESTIONNAIRES FOR C.L.U. CANDIDATES 


Prepared by J. Carlton Smith, C.L.U. 


First published in 1949, R & R’s C.L.U. Questionnaires have grown in use every year! For individual study or for use in a 
study group or organized class, they are the ideal aid to successful mastery of the material covered in the examinations. 


The Questionnaires represent no quick and easy path to the C.L.U. designation. To the best of our knowledge, there just isn’t 
any such path. But the Questionnaires, used in conjunction with and in addition to the materials made available by the Ameri- 
can College of Life Underwriters, will prove a great help to any candidate who is preparing himself for C.L.U. examinations. 
Thousands of life underwriters all over the country will testify to the truth of this statement! 


Each Questionnaire is complete, covering all of the material in that Part. Separate Questionnaires are available for Parts I, II, 
III, IV and V. The price per copy is $2.90, Net, regardless of quantity. 


The following C.L.U. textbooks are also available from R & R: “Business Insurance” by E. H. White. For Part V. $5.50 per 
copy, Net. “Fundamentals of Federal Income, Estate and Gift Taxes” by E. H. White and Associates. For Part III. $5.00 per 
copy, Net. “How To Build A Successful Life Insurance Agency” by O. Sam Cummings. For Part M-5. $5.85 per copy, Net. “Life 
Insurance Settlement Options” by H. S. Redeker and C. K. Reid. For Part V. $5.00 per copy, Net. 


Order all of these publications, and write for a free catalog of sales and management aids to 


THE RESEARCH & REVIEW SERVICE OF AMERICA, INC 


HILBERT RUST, C.L.U., PRESIDENT 





INDIANAPOLIS 9, INDIANA 
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Home Office Changes 


Prudential 


R. V. D’Arcy has been appointed 
Canadian director of public relations, 
advertising and sales promotion. He 
succeeds Allan B. Yeates who is re- 
signing to take a position with a To- 
ronto advertising agency. 

Born in England, Mr. D’Arcy has 
headed the company’s sales promo- 





tion for the past eight years. He joined 
Prudential in 1932 as an agent in To- 
ronto and later served as a staff man- 
ager and as a training consultant. 
Edward B. Simmons has been made 
general investment manager of the 
bond department. He joined the com- 
pany as an associate investment man- 
ager and later was made investment 


SPECIAL 


manager. He was previously with 
First National City Bank of New York 
and Morgan, Stanley & Co., New York 
City securities firm. 


Interstate L.&A. 


Martin Harris, vice-president, has 
been elected to the board. 
United Fidelity Life 
M. Cullum Thompson, executive 


vice-president, has been advanced 
to president, succeeding Cedric Bur- 
gher, who has been named chairman. 
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Since 1886 . . . three-quarters of a century of 
growth and progress . . . North American has 
attained the enviable position as one of 
America’s oldest and soundest insurers. 

North American’s sharp growth pattern over 
75 years is etched in sales success. Perhaps you 
are the General Agent seeking sales success. 
If so, write: 


1886 


Since 





THE NORTH AMERICAN COMPANY 





FOR LIFE, ACCIDENT AND HEALTH INSURANCE 
209 S. LASALLE STREET + CHICAGO 4, ILLINOIS 


Operating in 48 states and the District of Columbia 
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Also advanced was E. S. Sammons, 
vice-president and agency director, to 
senior vice-president and agency di- 
rector. 


Federal Life & Casualty 


Lester F. Beck 
has been named a 
senior vice-presi- 
dent and will as- 
sume _ responsibil- 
ity for the compa- 
ny’s expanded 
agency depart- 
ment program 
Oct. 1. 

Before joining 
Federal, Mr. Beck 
was a leading pro- 
ducer for Con- 
necticut General 
Life and previously had served in 
executive capacities with Travelers 
and Commercial Credit Insurance 
group. Mr. Beck was an assistant 
counsel of National Board of Fire 
Underwriters from 1935-38 and later 
counsel of National Automobile Under- 
writers Assn. 

Webster Evans has been named 
vice-president, agency department, 
and superintendent of agencies, all 
lines. He has been 2nd vice-president, 
regular life and A&S _ sales, since 
March. Joining Federal in 1954 as a 
regional sales manager, Mr. Evans 
was appointed assistant superinten- 
dent of agencies in 1959, and assistant 
vice-president in 1960. Before joining 
Federal, he worked for two years in 
the advertising department of Wol- 
verine Insurance Company. 

George F. Gronewold Jr. has joined 
the legal department as an attorney. 


State Mutual Life 


Harry M. Cor- 
bett Jr. has been 
appointed director 
of agencies and 
has been given of- 
ficer status. He 
was assistant gen- 
eral agent at 
Pittsburgh. He is 
a CLU and was a 
member of Million 
Dollar Round Ta- 
ble in 1957. 





Lester F. Beck 





Harry M. Corbett Jr. 


Lincoln National 


Four appointments involving treas- 
urer’s department personnel have 
been made: Chelsea E. Brown has 
been appointed assistant vice-presi- 
dent in addition to his present re- 
sponsibilities as assistant treasurer; 
James McCombs was named assistant 
treasurer; Marilyn A. Vachon is ad- 
vanced from administrative assistant 
to assistant treasurer, and Ruth 
Evans, formerly supervisor, accounts 
payable, has been appointed assistant 
treasurer. : 

Mr. Brown, who has been affiliated 
with Lincoln National for 37 years, be- 
gan his company career as a book- 
keeper. He advanced _ successively 
through assignments as_ supervisor, 
reinsurance accounting; division ac- 
countant; accounting statistician; as- 
sistant controller, and assistant treas- 
urer. Mr. McCombs joined the per- 
sonnel department in 1956. Transfer- 
ring to the treasurer’s department a 
year later, he has been engaged in 
an extensive in-service training pro- 
gram. Miss Vachon has been with 
Lincoln since 1942 when she joined 
the investment accounting department. 
In 1955, she transferred to the treas- 
urer’s department as secretary to M. 
C. Ledden, vice-president and treas- 
urer, later becoming administrative 
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assistant, the position she has held 
until her present appointment. Miss 
Evans, who became affiliated with 
the company in 1934, was employed 
in the accounting department until 
1946 when she transferred to the 
treasurer’s department, accounts pay- 
able section. Later she was named 
assistant section head and most re- 
cently was advanced to the position 
of supervisor. 


Lincoln Liberty 


Marden Miller, 
who for the last 
two years has been 
executive vice- 
president and 
agency director 
and a board mem- 
ber of South Coast 
Life, has been 
named adminis- 
trative vice-presi- 
dent. 





7A 


Marden Miller 


Great-West Life 


Donald H. Reid has been named a 
group consultant. He worked as an 
actuarial student in the group depart- 
ment at Great-West from 1960 until 
1955. Latterly, Mr. Reid has worked 
as an actuarial consultant in Indiana- 
polis and Minneapolis. 





Bankers Life, lowa 


William M. Quinlan Jr. has been 
named agency superintendent and 
given officer status. He had been vice- 
president of agencies of Farmers & 
Bankers Life of Wichita. He entered 
the business as a Connecticut Mutual 
Life agent at Topeka, becoming agen- 
ey supervisor at Wichita for that com- 
pany in 1948. He was later general 
agent for Lincoln National Life there 
until he joined Farmers & Bankers 
Life as assistant superintendent of 
agencies. He was succesively assist- 
ant director of agencies, head of the 





Conventions 


Oct. 9-10, Conference of Actuaries In Public 
Practice, Sheraton-Blackstone Hotel, Chicago. 

Oct. 9-13, American Life Convention, annual, 
Edgewater Beach Hotel, Chicago. 

Oct. 10, Insurance Economics Society, annual, 
Edgewater Beach Hotel, Chicago. 

Oct. 11, CLU seminar, Marquette University, 
Milwaukee. 

Oct. 11-12, NAIC president’s meeting with 
committee chairmen and vice-chairmen (ex- 
ecutive sessions), and NAIC executive com- 
mittee special meeting (executive sessions), 
Edgewater Beach Hotel, Chicago. 

Oct. 16-18, Zone 6 of NAIC, Holiday Hotel, 
Reno. (All executive sessions). 

Oct. 17, CLU seminar, Washington Athletic 
Club, Seattle. 

Oct. 18-20, Institute of Home Office Under- 
writers, annual, Jung Hotel, New Orleans. 
Oct. 26-28, Midwest Management Conference 
annual, Sheraton Hotel, French Lick, 

Indiana. 

Nov. 7-10, Life Insurance Agency Management 

im. annual, Edgewater Beach Hotel, Chi- 


Nov. 9-10, New York State Assn. of Life 
Underwriters, fall delegate meeting, Shera- 
ton-Syracuse Inn, Syracuse. 

Nov. 13-15, Health Insurance Assn., individual 
_— forum, Sheraton Hotel, Philadel- 

Nov. 13-15, Society of Actuaries, annual, The 
Greenbrier, White Sulphur Springs, W. Va. 

Dec. 4-8, National Assn. of Insurance Com- 
missioners, regular meeting, Baker & Adol- 
Phus Hotels, Dallas. 

Dec. 11-12. Assn. of Life Insurance Counsel, 
annual, Waldorf Astoria, New York City. 

Dec. 13, Institute of Life Insurance, annual, 
Waldoif-Astoria Hotel, New York City 

Dec. 13-15, Life Insurance Assn., annual, Wal- 
dorf-Astoria Hotel, New York City. 


Dec. 27-29, American Risk & Insurance Assn. 
annual, New York City. 


1962 


Jan. 26, CJ.U seminar, University of Miami, 
Miami. 


yim 
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the agency department, and _ vice- 
president of agencies. He is a past 
president of Wichita Life Underwrit- 
ers Assn. and is a member of LIAMA’s 
compensation research committee. 


National Guardian 


has been appoint- 
ed director of 
agencies. He en- 
tered the life busi- 
ness with Mutual 
of New York at 
Ashland, O., in 
1947, following 
graduation from 
the University of 
Ohio. In 1953 he 
was appointed an 

ee assistant manager, 
Dwight E. Redd and _ subsequently 
he was transferred to Mutual’s home 
office as a training assistant. In 1957, 
Mr. Redd became manager at Mutual 
of New York in Madison. 





Illinois Mid-Continent Life 


John A. Pfaff has been appointed 
assistant vice-president in charge of 
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advertising, sales promotion, public 
relations, training and all other in- 
ternal phases of the agency depart- 
ment. He had been director of adver- 
tising for United States Life. He 
started with that company as A&S 
sales promotion manager. 


Mutual Of New York 


Named specialists in the securities 
investment department are Donald H. 
Brown, Henry S. Romaine, and Floyd 
L. Smith. They have been analysts in 
that department. 


Massachusetts Mutual 


Louise C. Kennedy, assistant coun- 
sel, has been made associate counsel. 

Richard G. Dooley and Donald H. 
Wheeler have been appointed assist- 
ant investment secretaries. They have 
been investment assistants. 


PATRIOT LIFE of New York has 
appointed Adam B. Peters manager of 
the new group life department. He 
has been with Home Life of New 
York. 


NORTH CENTRAL CO. of St. Paul 
has appointed John M. Drake mana- 
ger of investments. He will also su- 


Congratulations to the 
General Agents and Managers Conference 
for the leadership it is 
providing for the agency forces 
in the life insurance industry. 


THE 


INSURANCE COMPANY 


HOME OFFICE NASHVILLE, TENNESSEE 
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pervise investment programs of each 
of the affiliates, inlcuding Maine Fi- 
delity Life and North Central Life. 


SOUTH COAST LIFE has named 
H. Arthur Littell, vice-president, sec- 
retary and treasurer, a director. 


PROGRESSIVE LIFE of New Jersey 
has appointed James R. Barbour and 
W. Robert Warwick directors. 


Florida Agents Over 
5,000 Membership Mark 


The Florida Assn. of Life Under- 
writers had at the end of its 1960-61 
season 5,088 members. This is only 
the third time in the history of NALU 
that a state has surpassed the 5,000 
mark. The Florida association also 
attained the goal in 1959. 





In New Post With Detroit Assn. 

Flore Branch has been appointed ad- 
ministrative assistant by Detroit Life 
Underwriters Assn, which has its of- 
fices in the Guardian Building. She was 
formerly in trade association work in 
Washington, D. C., and before that was 
with Management Training Associates 
in Peoria, Il. 





12 HFtieNATIONAL UNDERWRITER September 30, 196] | Septen 


MR. UNDERWRITER .. 
LACOP is INSURED 


Your name here 











a Fl 
a in 
aC 
aC 
ale 


means da 





successful 





future... 
insured in writing! 





These 
INSUR 


LACOP wants to issue YOU a “policy” ... a “policy” unlike any you’ve ever seen before. It’s this po 
LACOP’s CAREER INSURANCE .... the first policy ever created that guarantees in writing all the Excepti 


elements you need for a successful, profitable career in insurance sales! 


Why such a policy? Because Life Assurance Company of Pennsylvania, one of America’s fastest- 
growing full-line companies, wants to share its bright future with lifetime associates, not merely rep- 
resentatives. To such men we offer fully vested commissions . . . territorial protection . . . travel 


bonuses . . . a complete range of flexible policies priced to give you every competitive advantage. 


SURANCE “policy” for Life Underwriters. Use the coupon to secure a sample “policy” that will 


All these benefits . . . and more ... are spelled out in and guaranteed by the unique CAREER IN- 
underwrite your future with LACOP. It may be the most important “policy” ever delivered to you! \ 


Life Assurance Company 
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2204 WALNUT STREET - PHILADELPHIA 3, PA. 
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Your Career with | 








nd GUARANTEED! 


a Fully vested commissions — INSURED « GUARANTEED! 

a Incentives and bonuses — INSURED « GUARANTEED! 

s Competitive rate structure — INSURED s GUARANTEED! 
s Complete & flexible coverage — INSURED « GUARANTEED! 
= Territorial protection — INSURED & GUARANTEED! 





These and many other benefits are INSURED & GUARANTEED by LACOP in the CAREER 
INSURANCE for UNDERWRITERS “policy”. Use the coupon below to secure a sample copy of 
this policy along with full details of the most unusual offer ever made to insurance underwriters. 


Exceptional opportunities available in Maryland, Florida, Louisiana and Western Pennsylvania. 


SEND FOR ota Riis aida: — eee ae eran arr arr err ear ar nr nr ae nr wr a er ee ee = 
THIS SAMPLE | 

POLICY 
TODAY! 


Sherman J. Edelman, Executive Vice President 
Life Assurance Company of Pennsylvania 
2204 Walnut Street 

Philadelphia 3, Pa. 


Dear Mr. Edelman: 


I'm interested in a career GUARANTEED to be profitable and rewarding. Please send me full in- 
formation about your CAREER INSURANCE "policy" together with a sample policy for my examination. 


NAME me an ee eee 
ADDRESS 


CITY , ZONE iorotig STATE 
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How recent court rulings will affect 
the time-honored practice of holding 
company conven- 
tions was outlined 
by Francis J. 
O’Brien, vice- 
president and di- 
rector of sales pro- 
motion of Franklin 
Life, during the 
education commit- 
tee’s seminar at 
the annual meet- 
ing of Life Adver- 





tiser’s Assn. in 
Dallas. Although Francis J. O’Brien 
the complexion of 
most companies’ conventions’ will 
change, with the emphasis placed 


more on the business aspects of such 
meetings, Mr. O’Brien reports that 
practically no companies have cur- 
tailed plans for future conventions. A 
condensation of Mr. O’Brien’s talk ap- 
pears below. 


I do believe that the point of ap- 
proach to conventions has changed 
considerably within the last few years. 
Our private lives are colored, and 
dominated to a very great extent by 
“Big Brother’—the Internal Revenue 
Department. In the light of simple 
economics, it doesn’t make sense to 
sell an investment for the purpose of 
taking a loss. But, viewed under the 
refracting prisms of Form 1040, it is 
sometimes advantageous to sell a se- 
curity at a loss because of the tax ad- 


HeNATIONAL UNDERWRITER 


How Tax Rulings Have 
Affected Company Meets 


vantage gained. 

Our thinking concerning conven- 
tions is likewise colored. 

In earlier, less complex years, a 
company convention was frequently 
looked upon as a family vacation. 
Mom and Pop Agent would sit down 
with a sheet of paper and a little red 
pencil, and figure that if he made one 
more sale a week between now and 
Christmas, come next June they could 
pile into the family car, kids and all, 
and hie them off to Old Point Com- 
fort, the Colorado Rockies, Sun Val- 
ley, or the Edgewater Beach in Chi- 
cago, have a whale of a good time at 
company expense, and come home 
with a little travel money left over 
(because automobile travel is cheaper 
than the first class train or plane 
fare paid by the company). And this 
attitude received the, by no means 
tacit, abetment of the home office. 


Posh Sites 


Posh sites—that distance lends en- 
chantment to—were selected because 
of their beauty or romantic charm. 
The promotional buildup on the con- 
vention stressed natural beauty of site, 
nearness of famous historical places, 
dwelt on exciting potential sight-see- 
ing trips, and all the kindred joys in- 
cluding horseback riding, trout fish- 
ing, chuck wagon dinners, salt water 
and sunburn. 

All that has changed now in the 
light of two court decisions by the 
United States court of appeals fifth 
circuit. Some companies seem to have 
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hit the panic button, forgotten that 
“a rose by any other name” is still 
a rose, and eschewed any reference 
to the word “convention,” selecting 
rather the neuter term of “sales meet- 
ing.” In the process, they have also 
eliminated any and all reference to 
the recreational aspects, making the 
meeting look, in general, like sheer, 
drab, ugly, unrelieved drudgery. 


Over-Packing Programs 


As Sales Meeting magazine, part II 
of Sales Management, said recently, 
“To prove that meetings are strictly 
business, some meeting planners are 
over-packing their programs. They 
are bending over backwards to make 
meetings meaty with an eye to the 
tax collector. What this does is to 
feed into a group activity more than 
the audience can digest. Recently, 
we’ve learned of meetings that chal- 
lenge human endurance. There’s just 
so much that the mind can assimilate 
without time out to relax’—which in 
other words is the same as saying too 
much work makes Jack a dull boy— 
and it takes some of the sparkle out 
of Jill, too. 

This same publication says further, 
“Some meeting planners are restrict- 
ing their choice of meeting sites— 
against the best interest of meeting 
goals—because tax men look askance 
at meetings in luxury surroundings.” 

At this point I think it is interesting 
to note an item which appeared in the 
Wall Street Journal quoting Internal 
Revenue Commissioner Caplin (with 
promptings from Capitol Hill) as giv- 
ing assurance that his tax agents 
won’t reject a business man’s con- 
vention .expense account claim just 
because the meeting is held in a posh 
resort. 

But let’s backtrack a little bit, and 
ask ourselves a few questions. Let’s 
check into the history and purpose of 
conventions. Let’s ask ourselves, what 
are the objectives? Why does a com- 
pany spend $50,000 to $100,000, or 
more on agency conventions? Well, 
for one thing, it is a universally ac- 
cepted fact that the desire to qualify 
for a forthcoming convention will 
stimulate increased activity on the 
part of its agency associates, result- 
ing in mutual benefits—increased vol- 
ume of sales for the company, sub- 
stantially increased commission earn- 
ings for the representative. 

There are very considerable bene- 
fits to be gained from what might be 
described as “enforced togetherness.” 
There emerges a very definite sprit 
de corps. Friendships are formed 
which are renewed over the years, 
and frequently last a lifetime. Being 
a part of a select group of qualifiers 
(what the psychologist might refer to 
as the “we” group) will definitely 
generate a sense of pride. 


No Child’s Play 


Let’s face it. Selling life insurance 
is not the easiest way in the world to 
make .a living. It’s not child’s play. 
One of the necessary concomitants of 
the life insurance man’s career is the 
inevitable daily turndown that is re- 
peated over and over and over again. 
To any normal mentality the constant 
repetition of no, no, no, can be and is 
depressing. And therefore it is vitally 
important to the continuing success of 
any life insurance man that his spirits 
be constantly buoyed up. 

Quoting from the dissenting opinion 
of Judge Brown of the fifth circuit 
court, “This (buoying up), experi- 
ence proves, is best accomplished 
through the constant close association 
on an informal semi-social basis of 
many successful salesmen who have 
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weathered and overcome similar dis. 
couragements.” 

I don’t think anyone could put it 
better, or more succinctly than that! 
Certainly an important purpose of 
conventions is to enable the qualify. 
ing salesman to improve his existing 
skills and sales techniques. This jg 
accomplished through clinics, businegg 
sessions, and talks on “How I Do Jt" 
by recognized sales experts. 

Again, let me quote from the dis. 
senting opinion of Judge Brown. He 
emphasized “the importance of per. 
sonal contact in an informal setting 
among those who are either top-flight 
producers, or have shown promise 
This includes the opportunities for ip. 
timate association with high leyg 
executives under circumstances which 
afford ample free time from the dj- 
versions of workaday problems, were 
such meetings undertaken in home of. 
fice surroundings during working 
hours.” 

That statement immediately brings 
to mind the importance of those hours 
which the Internal Revenue Service, 
perhaps, looks upon as “play.” And | 
am talking, of course, about the in- 
calculable value of that hoary old col- 
lege obsession—‘“the bull _ session.” 
Valuable as formal talks and presen- 
tations undoubtedly are, I seriously 
believe that man-to-man, vis-a-vis 
discussions between two agents, rock- 
ing on a front porch, or sitting on the 
edge of a pool, or strolling along a 
fairway—two agents who have en- 
countered similar problems and solved 
them in different ways—can make the 
whole trip well worthwhile for the 
individuals involved. 


Develops Conviction 


A further thought: Let’s assume 
that John Q. Representative qualifies 
for his first convention. He has read 
in the company publications, and var- 
ious promotional pieces about accom- 
plishments of the star producers—their 
consistent production, their large 
sales, their ability to handle problems. 
So, at the convention he searches out 
the star producer, gets acquainted, 
forms a friendship, asks questions, 
sizes him up. And the sum total is the 
conclusion that Mr. Star Producer is 
by no means a superman—he simply 
works a little harder, a little more 
consistently, and keeps abreast of 
what is new in the business. The end 
result is the conviction “If he can do 
it, so can I” and an upgrading in the 
quality and quantity of the agent's 
business. 

Certainly, such results can be con- 
sidered as strong justification for com- 
pany conventions. Certainly, they are 
potent arguments against the conten- 
tion that these are simply “paid vaca- 
tions.” 

Now let’s consider the question of 
the importance of wives at conven- 
tions. Again, quoting from the sup- 
plement to Sales Management, “We 
take exception to the tax collectors’ 
opinion of wives at conventions. No- 
body who attends a meeting can as- 
sail the wisdom of including wives. 
Yet, tax-wise, you may suffer when 
they are included. Wives do more good 
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for a convention and sales meeting 
than almost any element in the plans. 
They are a sound business investment 
for any meeting—but our tax regula- 
tions militate against them. This is 
wrong!” fidees ; 

Judge Brown in his dissenting opin- 
ion in the case of Patterson vs Tho- 
mas again deserves to be quoted on 
this point. He says, “It is no mere 
euphemism to regard the wife as a 
partner to him (the insurance sales- 
man) in this business.” 

A life insurance salesman’s wife 
who is not sympathetic to him in his 
business can almost inevitably bring 
about his failure. She will disapprove 
of his irregular hours. She will re- 
sent his coming home late for meals. 
She will upbraid him for going out 
evening after evening. And in the end 
he will throw up his hands in despair, 
say “What’s the use,” get himself a 
nice monotonous job, with no future, 
where he can punch the clock regu- 
larly at eight and five, five days a 
week, and spend all of his evenings at 
home with Mama watching the tele- 


vision. 
Sees Success Pattern 


But, if Mama can attend a com- 
pany convention, mingle with the 
other wives who are helping their 
husbands, see the success pattern of 
her husband’s associates, learn what 
is demanded of a man for success in 
th’s business, and develop a yearning 
for the perquisites and emoluments,— 
then it is entirely possible that she 
can become an asset to her husband 
instead of a liability. 

The returns on our questionnaire 
indicate that the large percentage by 
far of the companies represented here 
today encourage the attendance of 
wives at conventions. Many of them 
make it a matter of policy to have 
wives participate in the meetings. A 
considerable number include wives as 
speakers on programs. 

Several indicated that they have 
had or propose to have, special ses- 
sions slanted specifically at women, 
and conducted by women. 

At a spring meeting of American 
Life Convention in Chicago there were 
approximately 140 companies repre- 
sented. By a show of hands, only two 
companies indicated that it has been 
their practice to report convention ex- 
pense as a part of the agents’ earn- 
ings. No recommendation was made as 
to the advisability, or nonadvisability 
of so doing, but there seemed to be a 
general consensus in the corridor dis- 
cussions after the meeting that if ex- 
penses have not previously been re- 
ported, we certainly should not change 
our position at this time. 


Legitimate Expenditure 


The logic of this viewpoint is un- 
derscored again by Judge Brown. He 
Says, “The government. . . acknow- 
ledges, as it must, that this is a legi- 
timate expenditure by the employing 
life insurance company. But it is 
Precisely at this point that the whole 
matter reaches its climax: If an event 
is of such importance in manage- 
ment’s eyes, it is certainly not some- 
thing which the company considers 
the agent may accept or decline on a 
leave-it-or-take-it basis. In other 
words, what the company does for the 
agent’s (and its) good is known by 
both to be important and expensive.” 

Then pointing out the inconsistency 
of the government’s position, he goes 
on, “It (the government) rejects this 
Tecord to conclude that it is a matter 
of voluntary personal enjoyment when 
the employe must take the income, 
pay tax on it, spend it precisely as 
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directed by the donor, and then treat 
it as though this were an ordinary 
personal junket of a family on a holi- 
day. In a real and vital sense the mo- 
ney is spent for business and business 
reasons only. It is indispensable. What 
if indispensable is certainly ordinary 
and necessary.” 

Certainly no life insurance company 
indulges in the heavy expenditures 
involved in company conventions for 
frivolous reasons. That fact was un- 
derscored in my recent questionnaire 
in answer to the question “Is any 
cash compensation permitted in lieu 
of attendance?” The answer without 
exception was no, and one individual 
indicated that this is a strong point 
to emphasize, since cash compensa- 
tion would indicate that a convention 
was in the nature of a reward instead 
of a business meeting. I think this 
point is well taken. 

The recent tax and court decisions, 
particularly the Patterson vs. Thomas 
case, and the Rudolph vs. United 
States case have established danger- 
ous precedent. The Patterson vs. Tho- 
mas case holds that the expenses of 
an insurance agent’s wife incurred in 
attending a company convention were 
not deductible, and very little of the 
expenses of the insurance agent are 
deductible. This was a split decision, 
and as I have said previously, there 
was a very strong dissenting opinion. 

However, unless this decision is 
overruled by the Supreme Court of 
the United States, this will have to be 
accepted as the law relating to tax- 
payers living in the fifth circuit, which 
includes Texas, Louisiana, Mississippi, 
Alabama, Georgia, and Florida. 

Whether a United States Court of 
Appeals in another circuit would hold 
in the same manner, is argumenta- 
tive. 


Should Emphasize Business Aspect 


In view of all the above, in our 
company we believe that any type of 
notice or communication forwarded 
hereafter to our field associates con- 
cerning forthcoming conventions 
should emphasize the business aspect 
of the convention. We have always 
regarded our conventions as_ serious 
business meetings. Obviously, we 
must be more precise in the phrase- 
ology we use in promoting attendance 
at them. (In the Patterson case, it’s 
unfortunate that the court gave 
weight to the letter to the resort hotel 
making arrangements for the conven- 
tion, because it emphasized the vaca- 
tion aspects of the convention.) 

While I am in full agreement with 
Sales Management in its statement 
that, “There is just so much that the 
mind can assimilate without time out 
for relaxation,” nevertheless, I do be- 
lieve that in our promotional material 
we should not stress the play and en- 
tertainment aspects of the convention. 
And I believe that as a matter of 
mutual benefit—to company and indi- 
vidual—we should so arrange our pro- 
gram that wives participate to an in- 
creasingly greater degree. 

Perhaps in scrutinizing the pro- 
grams of our past conventions, we may 
come to the conclusion that business 
meetings should receive an even 
greater degree of emphasis. 

Who knows? Perhaps the Internal 
Revenue Service in its contentions 
concerning the individual income tax 
liability of convention expenses has 
actually done a service to our com- 
panies and our agency associates in 
making us more fully aware of ways 
in which we can make our agency 
conventions increasingly worthwhile 
and effective for both company and 
agent. 


New Monograph On 
Insurance And Hospital 
Care Costs Published 


A new monograph, “The Role of 
Insurance Companies in Financing 
Hospital Care,” by Joseph F. Follmann 
Jr., director of information and re- 
search of Health Insurance Assn. of 
America, has been published by 
Health Insurance Council. 

The 45-page booklet is designed as 
a source unit on health insurance for 
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hospital administrators and _ faculty 
and students of hospital administra- 
tion. It is being distributed to state 
committeemen of the council and is 
being promoted among persons vitally 
concerned with hospital administration. 

Mr. Follmann details in the booklet 
the distinguishing characteristics of 
health coverages provided by insur- 
ance companies, methods developed by 
the council to facilitate payments to 
hospitals, and concludes with an ap- 
praisal of hospital utilization, medical 
expenditures, and rising health care 
costs and their control. 





Where 


office in Newark, N. J. 


this is where tomorrow begins. 


field conditions. 





omorrow 


MANAGEMER aereaPe wns 








It looks like a typical life insurance agency, this Home Life 


Like any agency, it has a healthy respect for such things as 
sales results and service to policyowners. But if it never writes another 
policy, it still will be one of the company’s most important field offices. 

This is the Management Development Division. For Home Life, 


As a company in the midst of an ambitious expansion program, 
Home Life expects its tomorrows to include many new agencies. To 
meet present objectives, it is estimated that the company will need 
to appoint one new manager every ninety days. 

The Management Development Division was organized for that 
purpose. Funneling into this unit come life insurance men who have 
shown sales management capacity and the qualifications for success. 
Under experienced direction, they are given a thorough grounding in 
the company’s Planned Estates operation. They receive training in 
the recruiting and coaching of new underwriters. They learn the ‘‘busi- 
ness”’ of running an agency. All of this is accomplished under actual 


The future of any life insurance company depends in large 
measure on the quality of its field leadership. As Home Life expands, 
the Management Development Division will make certain that the 
company’s tomorrow will be in good hands. 


HOME LIFE INSURANCE COMPANY 


253 BROADWAY. NEW YORK 8, N. Y. 


Wm. P. Worthington, Chairman 
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HeNATIONAL UNDERWRITER 


Life Advertisers Meet At Dallas 350 Strong 


(CONTINUED FROM PAGE 1) 
for two years were John M. K. Abbott, 
New York Life; James P. Ferguson, 
London Life; Joseph M. Locke, Gulf 
Life, and Francis J. O’Brien, Franklin 
Life. Executive committee members 
completing their terms are Clay R. 
Alexander, Lamar Life; Henry E. 
Arnsdorf, Prudential; Myron Jones, 
Union Central, and Richard W. Marsh, 
California-Western States Life. 

“Imagination in Communications” 
was the subject of the keynote ad- 
dress given by Travis T. Wallace, 
chairman Great American Reserve, 
who pointed out that the insurance 
industry is not noted for putting imag- 
ination into its advertising. He ob- 
served that a segment of the industry 
feels insurance is dull, an attitude it 
has because it believes the public 
thinks the insurance business is 
dull. 


Embraces All Phases 


He urged the audience to adopt the 
attitude that the insurance business 
is really the insurance marketing busi- 
ness, which embraces all phases of 
the business in addition to selling. 
Mr. Wallace said that the marketing 
process involves communications in all 
areas of the selling process and sug- 
gested that those concerned with com- 
munications ask themselves to whom 
they are trying to communicate, what 
they are trying to say, what they 
are trying to achieve, and what is 
the process for getting the message 
across. 

“If you haven’t said it clearly, loudly, 
repetitively, in terms of the listener’s 
language, and in terms of interest to 
the listener, you haven’t said it,” he 
said. 

He added, “If you have said too 
much you haven’t said anything.” 

According to Mr. Wallace, the 
seven deadly sins of communications 
are: Talking to yourself, always talk- 
ing and never listening, talking with- 
out first thinking, dullness, talking in 








a foreign language, too many ideas, 
and saying nothing. 

The often overlook virtues in ad- 
vertising are clarity, brevity, freshness 
of approach, and respect for the audi- 
ence. 

It is his belief that successful mar- 
keting of insurance cannot be achieved 
without better communication and he 
pointed out that in the insurance bus- 
iness, just as in the appliance busi- 
ness, the actual act of selling is the 
last act in the marketing process 
which begins with product design, and 
that every department in the company 
is a part of the marketing process. 
The marketing revolution which has 
occurred in industry must be brought 
into the insurance business also in 
order to bring imagination into in- 
surance communications. 

At a special pre-convention session, 
delegates heard a panel discuss cam- 
paigns, contests and conventions with 
special emphasis on tax regulations 
and sales conventions. 

On the panel were Douglas John- 
son, Mutual Benefit; Francis J. 
O’Brien, Franklin Life; Samuel J. Os- 
born, Ohio National; and E. Richard 
Schlattman, Minnesota Mutual. They 
showed case examples and presented 
other information tied in with com- 
pany advertising, sales promotion cam- 
paigns, and convention programing. 


Sees Benefits In Controversy 


Mr. O’Brien sees positive benefits 
in the current controversy about taxes 
and conventions, saying that all of the 
discussion will help make the industry 
“more fully aware of ways in which 
we can make our agency conventions 
increasingly worthwhile and effective 
for both company and agent.” He said 
too many sales meeting planners over- 
look the obvious convention objec- 
tives of increasing activity and en- 
thusiasm, sales, and agent’s earnings. 
Sales techniques can be improved not 
only through business sessions but 
also through informal gatherings out- 
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side of business hours, he said. He 
added that home office exectuves must 
stress the serious business aspect of 
the meeting and not the recreational 
and entertainment values. 

Mr. Osborn made several sugges- 
tions concerning sales contests. His 
company, he said, no longer chooses 
individual prizes for winners, but in- 
stead issues “achievement checks” 
which may be converted into prizes 
which are offered in a special price 
catalogue purchased from an incentive 
company. This system, he said, elim- 
inates the problem of finding not just 
new prizes each contest but also the 
occasional problem of prize inventory 
liquidation. 


Dobson Opening Speaker 


William A. Dobson, vice-president 
Opinion Research Corp., was the open- 
ing speaker in the first business ses- 
sion. He said that in all industry, in- 
cluding insurance, there is a corporate 
image, good or bad, which is constantly 
changing. To maintain a good corpor- 
ate image or to improve a poor one 
should be the concern of top manage- 
ment, which sould have a fixed pro- 
gram under definite executive control. 
He suggested that each company know 
the strengths and weaknesses of its 
corporate image and have a policy 
statement of the image the company 
wishes to achieve. The company must 
organize its selling themes in a way 
that will project this image to the 
various publics with which the com- 
pany is concerned and top manage- 
ment should be active in the integra- 
tion of the communications effort. 

A panel discussion which followed 
was moderated by John A. Buckley 
Jr.. Guardian Life. The panelists 
were Joseph M. Locke, Gulf Life; Hess 
T. Sears, Equitable of Iowa; Mac 
Small, Pacific Mutual, and Harold U. 
Banks, Sun Life. 

The audience heard the agent’s side 
of communications in an address by 
John I. Lippincott Jr., general agent 
Northwestern Mutual Life. The agent, 
he said, is the ultimate consumer of 
most home office communications, 
some of which he urgently needs. Like 
other people, he can successfully re- 
ceive only one communication at a 
time. Exposure to one ccmmunication 
on top of another means chaos and 
confusion for him as it would for any- 
one else. 

“Because there is frantic competi- 
tion for the human ear,” Mr. Lippin- 
cott said, “the conclusion is that we 
must win in this competition; we must 
step up our communications. But if 
stepping up communications means 
communicating oftener this is one com- 
petition where everybody is going to 
lose.” 


Should Follow Two Rules 


He said that what can be done to 
get more communication within the 
human’ capacity to receive it is to 
follow two rules—stop shouting, and 
keep it simple. “We must make sure 
our messages are received one at a 
time; we must cut out unnecessary 
messages, put emphasis in the order 
of importance and keep the message 
flow as orderly and logical as possi- 
ble.” A communication is simple when 
it is in terms of what the agent is 
most interested in. “Usually,” he said, 
“we can expect to capture and keep 
the agent’s attention if we will speak 
simply in terms of person-to-person 
selling.” 

Douglas Johnson, Mutual Benefit 
Life, moderated a panel consisting of 
Douglas J. Alspaugh, Aetna Life; 
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John P. H. Brion, Mutual of New 
York; William A. Neville, Great-Wes; 
Life; and William H. O’Brien, Stang. 
ard Life of Indiana. 

Kenneth P. Skinner, vice-president 
and agency director Southland Life, 
likened the agent to the hub of a 
wheel, the central figure around which 
the other component parts of the in. 
surance distribution system revolve 
the axle being the public. It is the 
object of advertising and communi- 
cating to apply the proper amount 
and quality of grease to this rela. 
tionship between the hub and the axle 
so that the wheel will turn faster. 
An ad directed to the public pointing 
out a human need which can be satis. 
fied by life insurance can be effective 
in disturbing a prospect and getting 
him to open the door for an agent, 
The agent will also read this ad and 
get excited. It will help motivate 
him to see some people, many of 
whom have also seen the ad and wil] 
open the door to him. He will also be 
excited to call on many people who 
have not seen the ad, and, because 
of his enthusiasm and awareness of 
this need generated by the ad, he will 
do a better job of selling life insur- 
ance to these other people. 

Mr. Lippincott said that mass media 
of advertising is probably indispen- 
sable to the accomplishment of the 
goal of increasing the public’s owner- 
ship objectives for life insurance to 
a more realistic level. “May we be so 
bold,” he asked, “as to think some day 
the public will be so aware of the 
importance of their life insurance pro- 
gram that they will discuss it in their 
family group, and will even discuss it 
or brag about it among their friends? 
May it not even be possible that life 
insurance ownership could become ac- 
cepted as a status symbol?” 

E. J. Faulkner, president Woodmen 
Accident & Life and chairman of the 
committee on health insurance termi- 
nology, spoke on “Jargon and Com- 
munication.” He congratulated LAA 
members for “providing leadership in 
the on-going task of creating a better 
understanding and an even more wide- 
spread acceptance of the insurance 
business. He told of the establishment 
of the commission of insurance term- 
inology and the charge to the com- 
mission to introduce in an evolutionary 
way greater clarity and exactness in 
insurance terminology. 

Distributes Survival Packets 

Woodmen of the World of Omaha 
has taken steps to inform its members 
of preparedness measures for survival 
in case of a nuclear attack. A packet 
of information was distributed to each 
of the society’s 400 employes in 
Omaha. In addition, the society is 
sending the packet to all its state 
members through the more than 4,- 
000 local Woodmen camps and courts 
throughout the nation. 


a Service Guide» 
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Actuarial Computing 
Service, Inc. 


“Specializing in Computer Applications 
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New Equitable Society Home Office Is 
Occupied, Dedicated And Ready To Go 


By JUD HIGGINS 


NEW YORK—About 800 guests and 
several hundred uninvited but curious 
New Yorkers gathered on Sunday, 
Sept. 24 to see the leviathan Equitable 
home office. 

At the climax of the ceremony, 
President James F. Oates Jr. received 
a golden pass key from the architect, 
Robert W. Cutler, a senior partner of 
Skidmore, Owings & Merrill, signify- 
ing that the building had been com- 
pleted “on schedule and within the 
budget,” and was now handed over 
to its owner for occupancy. 

Mr. Oates said that the new build- 
ing does not rely on ostentation but 
was planned to suit the needs of a 
single corporate family. The building 
is primarily a functional workshop, 
but its grace recalled to Mr. Oates the 
statement of Ruskin’s: “We require 
from buildings, as from men, two 
kinds of goodness: first, that they do 
their practical duty well; then, that 
they be graceful and pleasing, which 
is itself another form of duty.” 


New York Mayor 


Mayor Robert F. Wagner of New 
York, fresh from his victory over 
Tammany Hall in the city’s recent 
Democratic primary, drew enthusias- 
tic applause when he praised the 
building from the point of view of the 
city planner. 

“Here is a structure designed and 
built by a private business enterprise 
for its own use. Yet, it takes shape 
among us not in a way that will com- 
pound the problems of light, air and 
traffic but rather in a way that indi- 
cates an understanding of the urban 
problems of the future and a volun- 
tary acceptance of the responsibilities 
of corporate leadership. Building walls 
set back, broad sidewalks, arcaded 
lobbys, sidewalk trees, and subway 
connections. These are the voluntary 





Midwest Training 
Directors’ Meeting 
Slated For Cincinnati 


The Midwest Training Directors’ 
Fall Conference will be held at the 
home office of Ohio National Life in 
Cincinnati, Oct. 10-11. 

Discussion topics include manage- 
ment training and development pre- 
contract training, and follow-up train 
ing procedures. 

In the pre-contract orientation pro- 
asked to describe their company’s plan 
under the following headings: Who 
administers; how administered; ma- 
terial(s) used—sample forms if con- 
venient; required on financed and-on 
non-financed agents; average length 
of time before contracting; managers’ 
Teaction to program; how long com- 
pany with program; home office-field 
telationship (with reference to com- 
munications and follow-through); es- 
timated success—strengths, weaknes- 
Ses and statistics (if available). 

_The management development sec- 
tion will concern itself with six as- 
pects of both the agency manager and 
assistant manager: Sources, selection, 
method of appointment, training, su- 
Pervision and compensation. 

Applications for the conference may 
be directed to Jack Reed, director of 
agents training, Ohio National Life, 
Cincinnati. 
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contributions which the Equitable has 
made toward the future comfort and 
beauty of the City of New York.” 

Chairman of the meeting was John 
H. Muller, Equitable’s senior vice- 
president, who has been in charge of 
the planning and construction of the 
sparkling new building. He recounted 
some of the history of the company’s 
moves to 120 Broadway, then to 373 
Seventh Avenue, then to the present 
building. Equitable’s home office staff 
will be housed in one building for the 
first time in many years, he said. In 
recent years the company has been 
forced to rent space in six separate 
buildings while waiting for the com- 
pletion of the new home office. 


Pioneering Spent Praised 


G. S. Eyssell, president of Rocke- 
feller Center, Inc. praised the pioneer- 
ing spirit of Equitable, which along 
with Time-Life has been a forerunner 
in the development of upper Sixth 
Avenue, now called Avenue of the 
Americas. 

With the Sperry Rand Building, the 
New York Hilton, the Uris Brothers 
Building, the contemplated CBS 
Buildings and four apartment houses, 
some 7 million square feet of new con- 
struction will be added to the 3 mil- 
lion square feet now represented by 
the Equitable and Time & Life build- 
ings, Mr. Eyssell said. 

Also in the program were Commis- 
sioner Thomas Thacher. The Equit- 
able Choral Club and Ray Block’s 
bank furnished musical interludes. 

Guided tours took guests—many of 
whom were officers of other life com- 
panies—through many of the more in- 
teresting sections of the building. The 
executive floor is lushly but tastefully 
furnished with luminous ceilings, wall 
of English oak and teakwood, abstract 
expressionist paintings, modern fur- 
niture, and bamboo screens. Historical 
documents are on display in the 
“President’s Gallery,” which is ringed 
by paintings of Equitable’s chief ex- 
ecutives. 

Some of the many new features of 
the building are an ultrasonic cleaning 
system, and conveyer system carrying 
up to 35 pounds in each of 600 trays, 
a direct inward dialing telephone sys- 
tem, an employe restaurant capable of 
serving 5,000 persons daily, and an 
elaborate health center for employes. 

The building itself, a 42-story glass 
and aluminum sky-scraper, estab- 
lishes many “firsts,” according to 
Equitable officials. It is the world’s 
largest privately owned office building 
with a single occupant. It was also 
stated that the moving job, which took 
five weekends and involved 1,800 van 
loads, was the biggest commercial 
move in history. The move from 120 
Broadway to 393 Seventh Ave., made 
in 1924, took a single weekend. 


Lincoln Annuity Life 
Completes Organization 


Organization of Lincoln Annuity 
Life has been completed with the 
election of C. H. Edwardsen as vice- 
president in charge of agency opera- 
tions. He has been labor and public 
relations director of DuPont Co. 

Other officers are John T. Acree Jr., 
president and a director John T. Acree 
III, secretary-treasureer and a direc- 
tor; Howard W. Hill, actuary; Doug- 


las E. Nickens, underwriting secretary 
and Charles W. Dobbins, general 
counsel and a director. Lytle Atherton, 
Jack Spurlin, W. T. MCConnell, Carl 
B. Eastes, Lawrence W. Wetherby, R. 
H. Ellis and Mr. Edwardsen have also 
been named directors. 

The contract of Lincoln Annuity 
Life, known as the life retirement 
policy, will be copyrighted. The policy 
benefits has a guaranteed floor but 
no ceiling. It is particularly adaptable 
to non-profit organizations such has 
hospitals because it offers consider- 
able tax advantages. 


17 


New Life Examination 
Questons In Idaho 
Compiled By Department 


The Idaho department has compiled 
a new set of life examination ques- 
tions based on “Werbel’s Life Insur- 
ance Primer.” 

The new examination questions will 
be used commencing Nov. 6 at Coeur 
d’Alene and Idaho Falls. 

Study material can be procured 
from W. S. Gruger, 427 Idaho Build- 
ing, Boise. 
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Vice President and Director of Agencies 


AMERICAN BANKERS LIFE 
ASSURANCE COMPANY OF FLORIDA 
Miami, Florida 
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TOP FIRST YEAR COMMISSIONS 
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YOUR OWN GENERAL AGENCY 


American Bankers has always endeavored to 
set the pace ... not merely keep up with it. 


NINE YEARS OF ACTIVE OPERATIONS 


1961 (To Date) .....$467,000,000 


186,000,000 
4,400,000 


Our key representatives must be financially solid, rea- 
sonably trained, with a responsible standing in the com- 
munity in which they reside, and have the ability to select 


COMPLETE LINE OF VERY COMPETITIVE POLICIES 


COMPLETE TRAINING and Agency Building “Know-How” 


STOCK OPTION PLAN—Liberal Option Agreements for both 


recruiting and personal production. 


General Agency Building Opportunities through- 
out the East, South and Mid-West. 


For information about You and American Bankers, contact 
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Views Problems Of Life Investments: 
Common Stocks Or Bonds And Mortgages? 


Since life insurance contracts are 
payable in dollars, the investments of 
life companies should be predominant- 
ly in dollar obligations, Victor B. Ger- 
ard, vice-president and treasurer Com- 
monwealth Life, observed in a panel 
discussion before the Financial Ana- 
lysts Seminar at Beloit, Wis. 

A case can be made for equities, he 
said, but such investments can never 
logically account for a substantial per- 
centage of the total portfolio. At the 
present time only 2% of the assets of 
life companies are represented by 
common stocks. The backlog of the in- 
vestment program of any life company 
must be fixed dollar cbligations. These 
are bonds, mortgages and, to a lesser 
extent, such items as preferred stocks. 


Points Out Two Reasons 


While the role which common 
stocks should play in a life company 
investment program may be somewhat 
controversial, Mr. Gerard pointed out 
that there are at least two good rea- 
dond why a life company should hold 
some equities. First, common stocks 
provide an asset the income of which 
will tend to fluctuate with rising prices. 
Thus higher operating expenses can 
be offset by higher dividend income 
rather than by decreasing the benefits 
accruing to policyholders. Second, 
common stocks establish a category of 
assets the market value of which will 
tend to move, at least in theory, in a 
direction opposite to bond prices. 

When this theory works out in prac- 
tice, as it has in recent years, it be- 
comes possible in boom times to real- 
ize capital gains frem the sale of 
stocks and in turn to sell low coupon 
bonds which have declined because of 
higher interest rates. In this fashion, 
funds can be freed for reinvestment 
in higher yielding bonds and mort- 
gages without necessitating substan- 
tial charges against surplus. 

The above considerations justify a 
position in common stocks for “nor- 
mal” companies—those which have 
protective funds around 10% of assets. 
Some companies have built up théir 
capital and surplus to a much greater 
extent, and a more substantial owner- 
ship of equities is entirely proper for 


them. On the other hand, those compa- 
nies with only a small margin of unas- 
signed surplus might find the owner- 
ship of common stocks extremely haz- 
ardous. 


Valuation Is Deterrent 


Common stocks must be carried at 
market values at year-ends, and a 
substantial decline in prices at that 
time might wipe out unassigned sur- 
plus and cause such companies finan- 
cial embarrassment, Mr. Gerard said. 
Bonds and preferred stocks, on the 
other hand, can be carried at values 
assigned by the National Assn. of In- 
surance Commissioners, provided they 
meet certain minimum standards of 
quality. The valuation problem is a 
great deterrent to wider ownership of 
common stock by the life insurance 
business. 

The second most important charac- 
teristic of life investing is the ability 
to invest continually without concern 
for liquidity, he remarked. This char- 
acteristic results from the very nature 
of the life business. Its obligations are 
long-term, frequently extending over 
two or three generations. Besides, the 
net level plan of premium payment 
requires a continual build up in assets 
to support the steady increase in poli- 
cy reserves. Thus the assets of life in- 
surance companies are always increas- 
ing, even in depression periods. 

In addition, the regular monthly 
principal repayments on mortgage 
loans, and the maturities and sinking- 
fund curtailments on bonds provide a 
large in-flow of cash for investment. 
As a result, it is never necessary for a 
life company to liquidate an invest- 
ment merely to provide cash to meet 
an obligation. 


Life Investing Unique 


By way of contrast, a bank may 
have to sell securities to satisfy the 
demands of depositors. A mutual fund 
may have to sell to provide cash for 
investors wanting to get out of the 
stock market. A fire and casualty com- 
pany may have to liquidate securities 
to pay claims resulting from a hurri- 
cane or a Texas City disaster. A trustee 
may have to sell to wind up an estate. 
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Life investing is almost unique in hav- 
ing a steady in-flow of funds, Mr. Ger- 
ard said. 

This continual growth in assets has 
the added advantage of diluting in- 
vestment mistakes. A risk assumed 
with 10% of the assets becomes a risk 
that involves only 5% of the assets 
in a few years. Because of these many 
inherent advantages, the record of life 
investing over the years has been 
most creditable. 

Mr. Gerard warned against assum- 
ing that life investing is a bed of roses 
without any thorns. Vigorous competi- 
tion forces the actuaries continually to 
improve their merchandise. There is 
not a financial officer in the business 
who is not striving to better the in- 
dustry rate of return on investments. 
This competition not only goes on with 
other life companies, but it is a part of 
a battle to capture more of the buying 
public’s dollars from other forms of 
savings and investing. 

The benefits of better mortality and 
higher interest rates are promptly 
passed on to the public in the form of 
more attractive products. Few busi- 
nesses other than life insurance can 
boast of selling comparable merchan- 
dise today for as much as 15% lower 
than ten years ago. 


Investment For Higher Yield 


As a result of the competition to 
achieve a higher yield to place his com- 
pany in a better competitive position, 
the financial officer of a life compa- 
ny is frequently required to seek out 
investments he would prefer to avoid. 
Few readily marketable bonds of com- 
panies with outstanding credit ratings 
are purchased by the larger life com- 
panies today, because such bonds do 
not pay sufficient “board.” 

The bonds which have become typi- 
cal investments for the business are 
direct placements, frequently of small- 
er industrial, finance and utility com- 
panies. Such bonds are tailored to suit 
the needs of the borrowing company 
and are sold to small groups of institu- 
tional investors—as few as five or 10. 

In this type of investing, the analy- 
sis of the credit and the evaluation of 
the outlook for the company are only 
part of the job, Mr. Gerard said. Of 
equal importance is the tug-of-war 
that occurs between the borrower and 
the lender over suitable indenture 
terms. Particularly when credits are 
medium grade, it becomes important 
to develop strong provisions for the 
maintenance of working capital and 
rigid restrictions of the creation of ad- 
ditional debt. 

Sometimes, as an inducement to get 
an institution to go along, the loan 
must be “sweetened” with options to 
buy stock or with convertible features. 
These fringe benefits are _ called 
“feathers” in the trade, and, as the 
types of loans made become more bi- 
zarre, these equity inducements be- 
come more necessary and their use 
more widespread. 


Tax Laws 


The new tax law has also changed 
the complexion of life insurance in- 
vesting, he pointed out. Now it is es- 
sential to keep the tax consequences 
of investment decisions always in 
mind. Because of the tax advantages 
of stocks, the demand for preferred 
stocks, for example, has increased un- 
til the spread between them and bonds 
has practically vanished. Formerly, a 
preferred stock would yield 125 basis 
points more than the bonds of the 
same company. Now this spread is 
frequently only 15 to 25 basis points. 

For the same reason municipal 
bonds, ignored by the life business for 
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almost a generation, are once again 
commanding attention. Besides high. 
grade, standard municipals, the life 
companies are showing interest in rey. 
enue bonds of all varieties. There are 
turnpike and electric revenue bonds 
industrial building revenue bonds, ag 
well as bonds secured by leases op 
city halls, school buildings, swimming 
pools, and four-lane highways. 


Mortgage Loan Aspects 


The mortgage loan aspect of the life 
business is also undergoing substantia 
change, Mr. Gerard said. While mort. 
gages account for 34% of total indus. 
try assets and a materially greater 
percentage in many of the smaller 
companies, they are unfortunately be. 
coming a less desirable medium of in. 
vestment. One of the principal reasons 
for this is that the federal government 
is providing a secondary market for 
mortgages that puts a floor under 
prices and prevents yields from rising 
to a level that is competitively attrac. 
tive. As recently as two years ago, the 
yield spread between mortgages and 
new issues of good-grade bonds was 
between 150 and 175 basis points. To- 
day that spread has dwindled to less 
than 100 basis points. 

‘An additional factor reducing the 
desirability of mortgages is the recent 
legislation permitting Federal Housing 
Assn. to insure loans with a maturity 
up to 35 years. This legislation wil] 
have a tendency to lengthen the re- 
payment schedule of all residential 
mortgage loan financing, Mr. Gerard 
believes. A generation ago a 10 or 15 
year mortgage loan was _ standard. 
Even a few years ago, 20 years was a 
maximum term. Today 25 and 30 
years are fairly typical. 


35-Year Loans 


The 35-year loans extend beyond 
the economic life of many houses and 
create a repayment schedule which, 
coupled with a fairly nominal down 
payment, keeps the unpaid balance of 
the loan in excess of the depreciated 
book value of the property. This is a 
matter of serious concern, even though 
the federal government has agreed to 
bail out defaulted FHA and Veterans 
Administration loans. The pattern and 
pace which the government is setting 
for insured lending will inevitably 
cause the practices that prevail for 
conventional residential lending to de- 
teriorate further, in Mr. Gerard’s opin- 
ion. 

In this atmosphere for residential 
mortgage lending, he finds it logical 
that life companies are emphasizing 
commercial lending, even more than 
they have been doing heretofore. Yet 
there must be some saturation point, 
he predicts, however distant it may 
appear at present, for new shopping 
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centers, motels and bowling alleys. 

Mr. Gerard believes that mortage 
lending will become more like bond 
investing, with credit analysis on an 
equal plane with property appraisal. 
On the other hand, he thinks that 
pond investing, in order to achieve 
competitive yields, will take on many 
of the characteristics normally associ- 
ated with mortgage lending. Smaller 
companies will be financed, which 
will mean that plant and equipment 
will be taken as additional security to 
the general credit of the company. Al- 
ready, he concluded, the spectacular 
growth of equipment leasing indicates 
a trend in this direction. 


Indianapolis CLUs Elect 


Indianapolis chapter of CLU has 
elected James F. Norton, Research & 
Review Service, president; Robert 
B. Thompson, American United Life, 
vice-president; Hilbert Rust, John 
Hancock, secretary-treasurer, and 
Dan E. Flickinger, John Hancock, ed- 
ucational chairman. 


Harmelin Agency Schedules Course 

The 129th class of the Harmelin 
agency, general agents of Continental 
Assurance at New York, to prepare 
brokers for the Oct. 19 New York State 
life agent’s examination, will begin 
Oct. 4. The course consists of five lec- 
tures and will be conducted at 50 
Church Street, room 1870. 
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Occidental Of Cal. 
Begins Construction 
Of New HO Buildings 


Construction of Occidental Life of 
California’s $25 million Occidental 
Center—a complex of new buildings 
including a 25-story tower—was 
launched today at groundbreaking 
ceremonies in downtown Los Angeles. 

A scoop of earth, moved by a power 
shovel operated by President Horace 
W. Brower, signaled the start of the 
first building—a steel, aluminum, mo- 
saic tile and glass structure which will 
rise 11 stories above street level and 
include two basements levels. The 
$7,500,000 structure will include a 
36-inch steel reinforced concrete vault 
designed to withstand a nuclear blast 
outside a radius of 2,200 feet. The 
sub-basement level is being engi- 
neered for easy conversion to a fall- 
out shelter. 

About 50% of the building will be 
occupied by the company and sub- 
sidiaries of its parent Transamerica 
Corp. The rest will be leased. Occi- 
dental will continue to occupy its 
present home office structure, which 
is scheduled for exterior and interior 
remodeling on completion of thew 
new building. The new and the old 
buildings will be joined by a tunnel 
across the street. A 600-person cafe- 
teria featuring a sunken garden will 
be installed at tunnel level. The new 
building also will accommodate a data 
processing center recently purchased 
by Occidental at a cost of $1.7 mil- 
lion. 

Mr. Brower stated: “Afer five years 
of study and planning, it is our con- 
viction that the site of Occidental 
Center represents a focal point of a 
new dynamic urban community that 
is growing along the axis between 
the Civic Center and the cultural rec- 
reational center represented by the 
University of Southern California, the 
Coliseum, Sports Arena and muse- 
ums in Exposition Park.” 

The 1l-story structure is scheduled 
to be completed early in 1963. Timing 
of the construction of the tower will 
be determined at a later date. 


Northwestern Mutual Life 
Plans All-Western Meeting 


Northwestern Mutual Life will hold 
its annual all-western meeting Oct. 
2-3 at San Francisco. Some 200 agents 
from western states will attend. Fea- 
tured speaker will be Donald L. Slich- 
ter, president of the company, who 
will emphasize the meeting’s theme, 
“Life Insurance, the First Invest- 
ment.” 

Howard J. Tobin, vice-president, 
will describe the scope of North- 
western Mutual Life’s investments in 
the west. Robert E. Templin, director 
of agencies, Harold W. Gardiner, su- 
perintendent of education and field 
training, Jack G. Brown and Ralph 
N. Harness, superintendents of agen- 
cies, Jerome A. Boyer, assistant sec- 
retary, and Edgar D. Coffman, as- 
sistant superintendent of agencies, 
will also address the agents. 

Granville B. Lester, Fresno, Stan- 
ley F. Gibertson, Boise, and H. M. 
Wammack and Walter Von Gremp 
Jr., Los Angeles, will offer practical 
ideas for improving sales techniques 
and work patterns. At an “idea” ses- 
sion several agents will present short 
talks on field-tested methods of pros- 
pecting, selling, servicing and work 
organization. 

Harry Ziegler, Los Angeles, will 
discuss estate planning for profes- 
sional clients. James G. Harding, Port- 


land, Ore., will analyze employe bene- 
fit plans. 

Other agents speaking, and the top- 
ics they will take up, are: Milo D. 
Nilson, Salt Lake City, “Goals as Per- 
sonal Motivation;” Loring O. Felch, 
Oakland, Cal., “What It Takes To Be A 
Life Agent Today;” and Loren J. 
James, Mesa, Ariz., “What North- 
western Mutual Life Means To Me.” 

A special guest speaker, Albert K. 
Mitchell, New Mexico rancher, 
banker and former legislator, will 
look at Northwestern Mutual Life 
from a policyholder’s point of view. 


Schriver, Howell To Be At 
Newark CLU Chapter Meet 


Lester O. Schriver, executive vice- 
president of NALU, will give the main 
address at the annual conferment din- 
ner given by the Newark chapter of 
American Society of CLU, Oct. 5. The 
address will be entitled “What Is the 
Goal of Education?” 

Commissioner Charles R. Howell of 
New Jersey will present diplomas to 
27 new CLUs. 


Bankers Of Ia. Gains In August 

New business at Bankers Life of Des 
Moines during August totaled $44,177,- 
839, an increase of nearly 30% over 
the same month in 1960. Of this total, 
$21,320,755 was ordinary and $22,857,- 
084 group. 

For the first eight months of 1961, 
new business amounted to $298,907,- 
834, up more than $5 million over the 
same period in 1960. Ordinary totaled 
$189,737,136 and group $109,170,698. In- 
surance in force reached $3,870,246,887. 
Of this, $2,142,460,119 was ordinary 
and $1,727,786,768 group. 
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Midwest Management 
Conference Speakers 
Are Listed In Detail 


Subjects of the nine speakers sched- 
uled for the 21st Midwest Manage- 
ment Conference, French Lick, Ind., 
Oct. 26-28, have been released. 

They are: “The Challenge to Agen- 
cy Management,” Joseph L. Beesley, 
senior vice-president Equitable So- 


ciety; Don’t Let Speed Fool - You,” 
R. R. Davenport, senior vice- 
president, sales, Southwestern Life; 


“Presenting Life Insurance as a ‘Do 
It Yourself’? Career,” Seth C. Macon, 
associate agency manager Jefferson 
Standard; “A Formula for Successful 
Agency Building,” E. B. Bingham, 
general agent Lincoln National, Fort 
Wayne; “Agency Leadership—What’s 
Working for Us, and Why,” Law- 
rence J. Evans, general agent North- 
western Mutual, Portland, Ore. 

Also, “From The Crow’s Nest,” 
Lester O. Schriver, executive vice- 
president NALU; “Putting Your Men 
Under the Spotlight,” Daniel S. Coel- 
ho, general agent Penn Mutual, 
Detroit; “Getting Business Through 
the Health Insurance Approach,” Wil- 
liam Harmelin, Continental Assur- 
ance, New York; “Write Your Own 
Ticket and Stick to It,’ Harold P. 
Winter, executive vice-psresident Un- 
ion Central Life. 

The conference, first of the asso- 
ciation-sponsored management meet- 
ings in the business, is run each 
year by General Agents & Man- 
agers Assn. of Indianapolis. 

Independent Life & Accident has 
passed the $1-billion mark in total 
life insurance in force. 
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HeNATIONAL UNDERWRITER 


Editorial Comment 


Improving NALU's Convention Format 


A thorough reappraisal of the NALU 
annual convention format, policies and 
procedures, so as to make this event 
more attractive and useful to asso- 
ciation members is one of the major 
projects that the retiring president, 
William E. North, in his report to the 
national council at Denver this week, 
urged on the incoming administration. 

We hope this project gets the seri- 
ous attention it deserves. We have 
been covering NALU conventions for 
quite a few years and, big and inter- 
esting as they are, they could be 
made a lot more valuable. And more 
interesting. 

A convention can accomplish things 
that can’t be accomplished in any 
other way. But there is too much 
temptation to forget this and use a 
convention for purposes that can just 
as well be achieved by some less 
costly and time-consuming means. The 
tendency also is to include too many 
features that are vaguely considered 
“worth while” but which have little 
if any connection with solving the 
problems of the life insurance busi- 
ness. 

Specifically, we feel that there are 
too many speeches at most conven- 
tions, including NALU’s. Some of the 
speeches don’t even pretend to have 
any bearing on the insurance busi- 
ness. Undoubtedly they are fine talks, 
by distinguished speakers. But does a 
person go to an NALU convention to 
obtain information about non-insur- 
ance matters that he could just as 
well obtain from a book? Or if it is 
thought that the speaker has an in- 
teresting message that is not avail- 
able in published form, why not print 
it up as a pamphlet and distribute it 
at the registration desk? This may 
seem like a strange idea, but is it 
any stranger than having a NALU 
audience listen to a talk on the same 
non-insurance subject? 

As far as insurance speakers on life 
insurance subjects are concerned, why 
not print their talks in advance, mail 
them out in advance (or print them 
in Life Association News)? Then, in- 
stead of getting up and reading a talk 


that his listeners are equally capable 
of reading themselves—and doing it 
a lot faster—the speaker can use his 
platform time to answer questions on 
his “speech.” These questions, based 
on an opportunity for careful reading 
of the manuscript, would be much 
more penetrating than the usual “from 
the floor” queries based on just listen- 
ing to a talk that is perhaps not com- 
pletely understood. 

With less emphasis on speeches at 
NALU conventions, there would be 
more time for sessions of committees 
and the national council. Committee 
sessions, especially, never seem to 
have enough time. Moreover, despite 
efforts to avoid it, there are too many 
concurrent committee meetings to per- 
mit everybody to attend all the meet- 
ings they’d like to. 

NALU conventions have, over the 
years, become more and more “work- 
ing” meetings. But when committee 
meetings and national council sessions 
can’t be extended to the lengths they 
would run if unhampered by time 
limits, it means that problems for 
which solutions might be hammered 
out then and there have to wait until 
the next meeting. And by a year 
from now that’s going to mean wait- 
ing a full year, not the half year 
we’ve been accustomed to with mid- 
year meetings as an opportunity for 
interim discussions. 

The besetting sin of conventions is 
that they become merely talk-fests 
instead of places where problems are 
solved and_ progressive strategy 
evolved and implemented. When too 
much time is taken from this active, 
constructive, meaningful kind of ef- 
fort and devoted to events that call 
for only a passive participation by 
the members, there is danger that the 
general fullness of activity may mask 
the fact that perhaps all in all, very 
little was really accomplished. This is 
not to say that there should be no 
entertainment features to a conven- 
tion, however serious its purpose. No- 
body expects delegates to work all 
day and all evening, too, every day. 
But during the working hours it 


September 30, 195; 


the sense of accomplishment result- 
ing from such a program would far 
more than make up for any sense of 
loss at not being able to ingest the 
customary diet of speeches.—R.B.M. 


seems as if the convention should be 
pretty much devoted to determining 
what to do, devising ways of ac- 
complishing it, and taking steps to 
see that it is done. We believe that 





Comments On The Insurance Field 
From The Investment Dealer’s Chair 


By LEVERING CARTWRIGHT 
Cartwright, Valleau & Co., Board of Trade Building, Chicago 


Independent and dependent insurers held a brief service of thanksgiving for 
Esther during which they endowed her with the last name of Blesser 
and then got back to the serious business of playing Had Enough?—Cry Uncle. 

Carla became far less of a bitter pill when measured against what Esther 
might have done but didn’t. Fire insurance stocks commenced to recover 
Wednesday afternoon on reports that Esther’s winds had diminished and the 
course was northeasterly. They were better Thursday even though the threat 
had not entirely passed and Friday the tone was still better. For instance in 
that period Aetna Insurance was up from 105 bid to 116 and Phoenix from 
106 to 115. Continental Insurance was up nearly 4, American 2, Hartford 2 
New Hampshire 2, Springfield 2 and U.S.F.&G 3. American General which 
is a fire-casualty company, but whose chief interest is in its command of an 
expanding life insurance complex, recovered 5 points to 68 bid from its Carla 
selloff. Word was that its maximum loss would be $375,000. 

The most excitring market action was in the two great omnibus companies— 
Aetna Life and Travelers. Many who had noted the pyrotechnics in numer- 
ous less well-known situations were convinced that these situations were 
being neglected. They came up with a rush and a roar Friday after having 
quietly advanced the previous two days. Aetna Life was up 4 points Friday 
to 143 bid and was up 10 points from its low of the week. Travelers at 153 
Friday was 8 points higher for the day and 10 points higher from the low of 
the week. 

Nationwide Corp. registered a sharp advance going up 2 points Thursday, 
another four points Friday and then on Monday added another 2 at 44 bid. 
NWC, it is known, has over the years engaged in negotiations with Montgomery, 
Ward & Co. on the possibility of providing a means for Wards to enter the 
insurance business. However, the current activity in NWC, seems to have 
nothing to do with this situation. Something else seems to be stirring. 

Beneficial Standard Life had the greatest proportionate rise for the week, 
going from 38 to 48 under heavy accumulation. This was chest-out week 
for Robert A. Huff of Los Angeles, who for years has been drumming the 
praises of Benny Standard and Nationwide Corp., often to deaf ears and 
frequently to cynical ones. 

The advance in Aetna Life was accompanied by a one-point decline in Aetna 
Casualty. One reason that had been ascribed to the laggard action of AEL in 
relation to the rest of the life insuranc list was the possibility of an offering 
by AEL for the minority shares of AEC. But the buyers last week decided to 
rag — the consideration of the dilution that this might cause temporarily 
in ; 

Jefferson Standard Life was a standout on the up side. It closed the week at 
83 bid, up about 5 points. On Monday it was 84. 

In the newer and low-price-per-share issues, American Illinois Life has been 
getting quite a play. This is the company that is being developed by a coterie of 

million dollar producers with Hal Nutt of Purdue as consultant. Those placing 
business with this company are entitled to buy stock at 25 cents per share in 
proportion to their business. At Dec. 31 capital consisted of 1 million shares of 
25 cents par value. On Friday the stock was 714 bid, which placed a total share 
valuation on the company of $7,250,000. At Dec. 31, the assets were $368,239. 

The president of a life insurance company and one that has been interested 
in insurance stocks, writes: 

“The tremendous market reappraisal of insurance stocks in the last six or 
nine months has me amazed and perhaps a little worried. To be sure the life 
stocks had done nothing for four of five years and so a revaluation might be in 
order. However I fear a large public participation that comes as a result of a 
false notion that insurance stocks are the pot of gold at the end of the rainbow. 
They will not always perform in the manner they have in the last six months 
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Boston Mutual Life Named 
Primary Insurer In Mass. 
Employes Group Life Plan 


Boston Mutual Life, as the pri- 
mary insurer, has been awarded a 
five-year contract for the group life 
and accidental death and dismem- 
berment coverage of Massachusetts’ 
40,000 employes. The contract 
amounts to total coverage of some 
$150 million. A group of representa- 
tive Massachusetts companies will al- 
so participate in the program. 

The basic plan provides $2,000 
life and $2,000 accident death and 
dismemberment to each participating 
state employe. The employes and the 
state share the cost on a 50-50 basis. 

An optional plan provides addi- 
tional life insurance up to the annual 
salary of each insured employe. Op- 
tional amounts vary from $1,000 to 
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$21,000. Employes pay the entire cost 
of this coverage. 
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and keep on going straight up. We both know that the type of ownership of 
insurance stocks results in a small floating supply which is very responsive 
to only a little concentrated buying.” 

There has been a tendency in a few of the life insurance issues that have 
galloped up, often with gaps, to plummet suddenly. However a decline of 15% 
or so then attracts new buying and there has been recovery. This has happened 
for instance in Franklin Life, which after a 13% drop, has worked back to 
almost its previous high. This suggests that there is still strong potential buying 
interest on the part of institutions. 

One effect on the market has been the rapid growth of Capital Shares Inc., 
which concentrates on life insurance stocks. This has been aggressively and 
successfully distributed to the public while the interest in life insurance stocks 
has been so keen. This generates funds that go back into the market for life 
insurance stocks. 

Lincoln Liberty Life has filed a registration statement covering a 200,000 
share offering by Bache & Co. Those attending the American Life Convention 
meeting last fall recall the freshness of approach on the part of Lloyd M. 
Bentsen, the board chairman of this company, in his talk. Lincoln Liberty 
stock has been 10 bid with offerings scarce. 

—ill- 

Citizens Life has filed a registration statement covering 147,000 shares with 
A. G. Becker & Co. as the underwriter. National Security Life of Indianapolis 
has filed for 73,300 shares. This company filed a notification with SEC Nov. 14, 
1960, proposing the offering of these shares at $2 per share on a one-for-five 
basis. On Nov. 24 it proceeded with the offering on the assumption that this 
was exempt from registration. Then SEC ordered temporary suspension of the 
exemption. The purpose of the present filing is to register the shares. Then 
the company would make an offer to rescind past purchases and sell any of the 
unsubscribed shares. 

President Russell H. Perry of Republic of Dallas got out a letter to stock- 
holders on Hurricane Carla. He said the loss will be much less than was at 
first feared. ““We are optimistic about the outcome and feel our loss will not 
be too severe,” he wrote. 

On Friday Continental Insurance announced that its estimate of the Carla 
loss was then $4 million. The stock moved up 1% points. The first estimate, 
based on fragmentary evidence, was $7 million. 

Quaker City Life hit an air pocket and has gone off from 87 to 71. It had 
gone up uninterruptedly from 44. They have announced a 5% stock dividend. 

Coastal States Life moved up 2% points recently to 1934 bid. There are 
prospects here for a handsome increase in earnings, after spending some 
$600,000 last year in the assimilation of acquisitions and shaping up new 
departments. 

Employers Reinsurance, at 68, was all on the bid side, up 3 points for the 
week. 

Insurance Company of North America which scarcely budged during 
the Carla-Esther scare, was a strong spot Monday morning. 

There is a strong buying interest in Old Line Life at 80, with few if any 
offerings. 

sel 9 laos 


Capital Shares Inc., at June 30 reported this portfolio of life stocks: Aetna 
Life 4,500 shares; American General 5,700; American National 20,000; Bankers 
National 7,500; B. M. A. 4,125; California-Western States 4,800; College Life 
3,300; Commonwealth Life 6,700; Conn. General 1,725; Continental Assurance 
1,800; Franklin Life 3,668; Government Employees Life 1,500; Great American 
Life Underwriters 199; Great Southern 2,949; Life & Casualty 5,000; Life 
Insurance Co. of Georgia 1,900; Life Ins. Co. of Virginia 3,368; Lincoln National 
3,750; Mass. Protective 2,100; Midwestern United 4,250; National Life & Acci- 
dent 2,000; National Old Line 7,500; Nationwide Corp. 3,139; North American 
Life 7,000; Pacific National Life 5,800; Provident Life & Accident 2,720; 
Republic National Life 4,000; Southland Life 1,282; Great-West Life 375; 
Jefferson Standard 3,500; Kansas City Life 154; Liberty Life 10,000; Liberty 
National Life 3,433; Southwestern Life 2,900; Transamerica 6,000; Travelers 
4,600; United Services Life 2,900, and U. S. Life 3,800. They had these fire- 
casualty issues: Continental Casualty 1,700; Continental Insurance 1,700; 
Federal 1,870; Fireman’s Fund 1,700; General Reinsurance 1,000; Hartford 
Fire 2,500; Ins. Co. of North America 1,600; St. Paul 1,600; Springfield 2,705, 
and U. S. F. & G. 2,300. 

Midwestern United Life which had a spectacular straight line advance from 
about 35 to 80 skipped to 59 bid. 


First Federated Life of ‘eens Hu seeking registration of 10,000 shares 
to be offered for subscription at $35 per share at the rate of one new share for 
each two shares held. 

Harleysville Life has a registration statement with SEC covering 40,000 
shares to be offered for public sale at $15 per share. This will first be offered 
to agents, company personnel and others. The present 60,000 shares are owned 
by Harleysville Mutual Casualty and Harleysville Mutual. 

In the most recent listing of bid prices for insurance stocks as prepared by 
Cartwright, Valleau & Co. a mistake was made on the Aug. 31 quotation of 
North Central Companies. This should have been 16. 
ane —— —— ink rey ag roar Prudential, Chicago, by a widow 

y er to do w i i 
in poliey passe e proceeds instead of tying it up 
i. — I have a question for Sid to answer at his convenience. Is Prudential 
ever quoted? I cannot find it in the Paine, Webber booklet, nor on the 
be nat market page. Does he think insurance stock a wise investment for a 
aoe I have a good broker, but want an insider’s opinion.” 
Ohio National Trophy Winners 
The president’s trophies of Ohio Na- 
tional Life were won this year by the 
L. A. Wood agency of Springfield, Mo.; 
the George T. Guerre agency of Lan- 
sing, and the Erwin P. Richter agency 





of Winona, Minn. 

For the president’s month competi- 
tion, agencies are divided into three 
classifications of relative size and 
compete against each other for paid 
production, 
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LIFE INSURANCE EDITION 


A. S. MITCHELL SAYS: 





Small Associations 
Poorly Represented 
In National Body 


Arthur S. Mitchell, general agent 
for Minnesota Mutual Life at Brook- 
t 


ET ST 


ings, S. D., writes 
as follows, in res- 
ponse to the invi- 
tation contained in 
the Aug. 26 editor- 
ial soliciting view- 
points on the 
changes that ap- 
pear to be under 
consideration . in 
connection with 
NALU _ elections: 

Of course, you 

know that I agree 

A. S. Mitchell with your recent 
editorial about the election of trustees 
in the NALU. But you know the rem- 
edy that seems to me the best: Zone or 
area election—and formal approval at 
the national. Like the American Le- 
gion and other organizations do it. It 
has worked there why wouldn’t it 
work in the NALU? 

Here is my case: I always wanted 
to be a trustee as it seemed to me 
that I could do some good for the 
small organizations and could more 
properly sell the other members on 
this election process. As you know, 
very seldom have there ever been 
any trustees from units of 50 or less 
members—in fact—in my memory on- 
ly one or two. And I was a charter 
member at Aberdeen, S. D., over 35 
years ago, and attended my first na- 
tional convention in Minneapolis in 
1915. For about 20 or 25 years I was 
the national committeeman for our 
Watertown, S. D., district and at- 
tended many conventions nationally. 


Is Widely Acquainted 


I was never the president as we live 
60 miles away and it always seemed 
to me that the president should be in 
the city where the most members 
lived—and for many years I attended 
from half to more of the monthly 
meetings, summer and winter. Quite 
a chore in South Dakota at times. So 
as far as the organization went there 
was no question about local activity. 
And two terms as the state president 
mixed in also. 

Then World War I and World War 
II and six years as state represen- 
tative and two terms as state senator 
—and even this past year presiden- 
tial elector and chairman of the elec- 
toral group. So you can see that I do 
have a_ statewide acquaintanceship 
and the right kind of one also. 

But very few members attend the 
national conventions from this north 
central area. Some of my friends, Dave 
Fluegelman (Connecticut Mutual, 
New York City) for one, suggested 
that I wait until Denver and then go 
after it. And Dave then said get a 
“hospitality room” and make a cam- 
paign. Well, I’m a dry—in all my 
campaigns I’ve never bought a drink 
for anyone—and did not intend to 
start now. So I pulled out and the 
group endorsed Mr. Downs—and he 
has been selected on the list. 


Speculates On Motives 


The point I wish to make is that 
many men like myself, qualified and 
competent, we believe, will not go into 
this fighting and trading in order to 
get elected to a position in NALU, 
unless they have a desire to become 
company officers. And if that is their 
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reason for being elected a trustee 
—and over the years I am sure it has 
been one of the main reasons—then 
they have no business being elected. 
In other words it was personal—and 
not for the good of the organization. 

In the case of a few it may be per- 
sonal gratification and that is just as 
bad. 

Keep fighting on this measure— 
anything is better than what we 
have had. In fact what has been the 
procedure in the past has been a dis- 
grace. The trades alone stunk—and 
still do. There has been no reason for 
the small districts to pay their money 
or attend conventions—they were 
never considered. And as for about a 
half dozen or so states in this area 
we didn’t rate—so why attend? And 
still we worked for membership and 
paid our money because we believed 
in the fundamentals and not the 
method of obtaining leadership. 





Stocks 


By H. W. Cornelius of Bacon, Whipple & Co., 
135 S. LaSalle Street, Chicago, Sept. 26, 1961 




























Bid Asked 

$ $ 
Aetna Life 144 148 
American General  ....ccsscseeeeees 67 71 
Beneficial Standard ........ 48 50 
Business Men’s Assurance 84 87 
Cal.-Western States ........... 100 103 
Commonwealth Life ........ 49 51 
Connecticut General  ..........s0+ 268 273 
Continental Assurance... 181 186 
Franklin Life ......ccccsssssecesesesessees 123% 125 
Great Southern Life ...........000 110 115 
Gulf Life 36% 37% 
Jefferson Standard ......cccssessseees 84% 8612 
Liberty National Life .............0.. 8642 872 
Life & Casualty ...... 28 29 
Life of Virginia .... 112 115 
Lincoln National Li 144 149 
National L. & A. ...... 195 199 
North American, Ill. 25 26 
Ohio State Life ccs 52% 55 
Old Line Life ........ 15 Bid 
Old Republic .....ccccsecsessesesescseeee 25% 26% 
Republic National Life ............... 73 76 
Southland Life ........ccccsssssseseesseee 157 163 
Southwestern Life «0... 108 112 
Travelers 154 158 
Ty © Si cescecceincssnctneseusinsinnsianinn 59 60 
U. S. Life Kb) 79 
Washington National si 62 66 
Wisconsin National Life .......... 4442 47 


Campaign To Extend 
Influence Of Griffith 


Memorial Foundation 


A campaign to expand the influence 
of the Charles W. Griffith Memorial 
Foundation for Insurance Education at 
Ohio State University has been 
launched, with Arthur I. Vorys, chair- 
man, sending letters seeking contri- 
butions. 

The Griffith Foundation offers both 
undergraduate and graduate scholar- 
ships and fellowships. Research grants 
also are available during graduate 
programs of study. Included are 
courses in life and casualty insur- 
ance, principles of insurance, business 
and social insurance, seminars, and re- 
search. The Griffith Foundation also 
administers the Insurance Hall of 
Fame, only organization in the world 
devoted exclusively to recognition of 
outstanding achievements in and con- 
tributions to insurance as a business 
and a profession. 


Mutual Trust Life passed the 
three quarters of a billion mark of 
personal life insurance in force in 
August. All of the company’s busi- 
ness is on individual lives—there is 
no group or industrial— and all has 
been written by Mutual Trust’s own 
sales organization. 
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Kacy Reattirms Single-Line Philosophy 


(CONTINUED FROM PAGE 1) 
lationship or the morale of an agency 
force must be considered with utmost 
care and caution.” 

Taking on additional major lines 
requires the establishment of new 
home office departments and modifi- 
cations in the structure of the field 
organization, Mr. Kacy declared. With 
new departments, new people and new 
operations, it is natural to expect that 
an entirely different pattern of re- 


lationships will emerge. 

Mr. Kacy reported that specializing 
in personal life insurance has worked 
well for his. company, which had re- 
cord production figures in 1958, 1959 
and 1960, and expects 1961 to set an- 
other new high. 

As for the future, Mr. Kacy pointed 
out that, with the rapid increase in 
the number of families, in the average 
income of each family, and with the 
average family being underinsured to- 
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serve as a Senior Consultant. 


ability is demonstrated. 


SENIOR CONSULTANT 
PENSION and EMPLOYEE BENEFITS 
Exceptional opportunity for improved 
earnings and fine future with leading firm 


As a result of recent expansion, an unusual opportunity has become avail- 
able with national consulting firm for a top-notch experienced man to 


Knowledge of both pensions and other employee benefits desirable but 
not essential provided individual has other necessary qualifications. The 
right man will be assigned a number of present clients and given every 
assistance by our senior executives to grow in his knowledge of the busi- 
ness and advance in our organization. 


The man selected will receive an attractive salary commensurate with his 
experience, plus profit sharing. Generous insurance and pension benefits 
are also provided. He will have the opportunity to advance as rapidly as 


Our staff has been advised of this advertisement. 


Write fully and in confidence concerning your background and experience 
to B-14, National Underwriter Co., 175 W. Jackson Blvd., Chicago 4, Ill. 








Exceptional opening for top 


salary policies. 


LIFE INSURANCE 
INVESTMENT OFFICER 


33-45. Must have substantial ps in Life company or 
Trust portfolio management, re 

and direct placement work. Excellent opportunity with repu- 
table 53 year-old midwestern life insurance company. Enjoy 
good living area, modern offices, liberal pension, welfare, and 


Send full details and resume for confidential reply to W. Mead 
Stillman, President, Wisconsin National Life Insurance Com- 
pany, P. O. Box 140, Oshkosh, Wisconsin. 


management-level man, age 


ating to mortgages, bonds, 








| ASSISTANT SUPERINTENDENT 
kc OF AGENCIES 


Major Southern Multiple Line Company 
needs qualified man to assist in supervision 
of agencies. Age range 28-40 with success- 
ful field management experience, prefer- 
ably with home office experience. Oppor- 
tunity available immediately, but needs to 
be filled not later than January |, 1962. 
Send complete resume to B-13, National 

Underwriter Co., 175 W. Jackson Blvd., 


Shicago 4, Hlinois. 








HOME OFFICE EXECUTIVE 
RETIRING TO FLORIDA? 
If you are interested in a part time or 
consulting position please contact—R. Kirk 
Landon, President of American Bankers 
_  aiagaa Company of Florida, Miami, 
Florida. ‘ 








LIFE INSURANCE 
COMPANY WANTED 


Well established life insurance company wishes 
to acquire through merger or purchase a life 
insurance company preferably in North Caro- 
lina or vicinity. Contact B-16, National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 4, Ill. 











day,“there is going to be a tremen- 
dous need in the future for life in- 
surance which is sold purely for family 
protection purposes. 

“Add to this the increasing uses of 
life insurance that there are in family 
estate situations—and the tremendous 
increase there has been in the number 
and amount of business situations that 
can best be served by life insurance- 
and you have a picture of the tremen- 
dous opportunities there are for us in 
the future. These situations, however, 
demand the services of men who are 
professionally trained and can offer 
informed advice as to how best to 
meet all of these needs.” 


Tabor On Cost Control 


In his presidential address the same 
day, Mr. Tabor said that the future 
of the life insurance business belonged 
to those companies that find the best 
answers to the pressing problems of 
cost control. 

Mr. Tabor stated that he thought it 
possible that the life insurance in- 
dustry had been lulled into a state of 
relative complacency during the re- 
cent period of increased earnings. He 
attributed this increase to a mortality 
experience which has been consider- 
ably better than in the past and to 
favorable interest rates on _ invest- 
ments. Together with record increases 
in insurance in force, these have been 
more than enough to offset the full 
impact of higher unit costs during this 
recent period. 

However, Mr. Tabor added, at pre- 
sent there seems to be rather general 
agreement that the life insurance 
business is not likely to experience 
any important further improvement 
in earnings from these sources. There- 
fore, companies’ ability to lower, or 
at least control, unit operating costs 
and, at the same time, to continue to 
provide maximum services and 
benefits, has now become significantly 
important. 


LOMA Research 

Citing LOMA’s long-standing in- 
terest in cost control, Mr. Tabor said, 
“It is my belief that as companies 
wrestle with this will-o’-the-wisp and 
ultimately find ways to improve their 
own operations and reduce costs, this 
association can and should, through 
its staff and standing committees, 
place even greater emphasis on re- 
search and studies in this area of costs 
and expense controls.” 

Also during the Monday general 
session, Paul G. Hoffman, managing 
director of the United Nations Special 
Fund, outlined a program to help 
underdeveloped countries increase the 
annual per capita income of their 
people 25% during the 1960s. 

The general session meeting Tues- 
day opened with a talk by Dennis R. 
Warters, president of Bankers Life of 
Iowa, who discussed career oppor- 
tunities in life insurance. Because of 
the number of capable people needed 
and the complexities involved in an 
industry which is interlaced with the 
national economy in so many ways, 
a wide variety of opportunities for 
advancement are cffered, Mr. Warters 
pointed out. There is great oppor- 
tunity for working toward a position 
either as a specialist in a chosen 
technical field, of which the industry 
has many, or a position in some man- 
agement capacity. 


David E. Bell, director of the Bu-~ 
_chief deputy in the Illinois department. 


reau of the Budget, also spoke at the- 
Tuesday general session. 

During the luncheon Tuesday, 
which honored the 1961 LOMA In- 
stitute fellows, Donald C. Slichter, 


president of Northwestern Mutual, 
emphasized the importance of a good 
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Put Off Effective 
Date Of Maryland 
Replacement Rule 


(CONTINUED FROM PAGE i) 


contemplated. 

It would appear, from the tele. 
phone conversation with Deputy Com- 
missioner Coppage and from opin- 
ions voiced by other sources in the 
industry to this paper, that the com. 
panies are backing the commissioner 
in promulgating the regulation. Their 
objections are not pointed to the in. 
tent of the regulation, but rather to 
some of the detail and administrative 
work it requires in its present form, 
They seem to feel that rewording and 
simplifying the regulation would elim. 
inate much of the detail and make 
more workable a rule they would like 
to see placed on the books. 

It is also possible that many of the 
companies are rightly stalling for time. 
The Oct. 3 effective date, in all like. 
lihood, caught a lot of companies flat- 
footed and without enough notice to 
alert and instruct their field forces in 
the new regulation. 

Commissioner Sears’ regulation js 
quite similar to one recently an- 
nounced by New Jersey. The main 
difference between the two is. that 
the Sears’ directive would require the 
agent who proposes replacement to 
send a copy of his proposal to the 
department, to give a copy to the 
prospect and to send one to the pro- 
ducer’s home office. The company, in 
turn, would have to notify companies 
whose policies are being replaced or 
modified. 





balance between science and the hu- 
manities in educational programs. 

Said Mr. Slichter, “We live in an 
age of specialization and _ specialists 
and many of us, while we fully re- 
cognize the compelling need for the 
services of specialists, also recognize 
the need for generalists, men and 
women who possess a broad under- 
standing and knowledge of political 
and economic institutions and current 
trends measured against the backdrop 
of history.” 


Symposium Held 


The major portion of the general 
session on Wednesday was given over 
to a symposium on “Challenges Facing 
Life Insurance Today,” a discussion 
of current economic, social and polit- 
ical trends, brought about by rapidly 
changing developments in_ business, 
government and society, and how they 
affect today’s life insurance 
executive. Speakers on the symposium 
were H. Lewis Rietz, executive vice- 
president of Great Southern Life and 
president of Health Insurance Assn. 
of America; Eli Shapiro, professor of 
finance of the school of industrial 
management of Massachusetts In- 
stitute of Technology, and John W. 
Riley Jr., 2nd_ vice-president and 
director of social research of Equitable 
Society. 

Final speaker of the conference was 
Kenneth McFarland, educational con- 
sultant of General Motors Corp. 


O'Shea Named To Succeed 


Ross In Ill. Department 
Robert O’Shea has been promoted to 


Mr. .O’Shea has been with the depart- 
ment for six months as counseling 
deputy at Springfield. In his new po- 
sition he gets $2,000 more in salary as 
successor to James W. Ross, who re- 
signed in January. 
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American General Life Insurance Co Knights Life Insurance Company | 
Pittsburgh, Pa Houston, Texas 


AUTHOR'S NOTE: .This month's Back Page was 
written a few weeks ago as an intimate and per- 
sonal message to my own associates in our American 
General Group. It was not then intended that it 
would be given circulation outside our own busi- 
ness family. We have since been persuaded that this 
story of life insurance at work might be helpful to 
many men in many companies, and we have there- 
fore decided to publish this message just as it 
appeared in our own company magazines in August. 





Tus MESSAGE is being written in Air India’s Boeing 707 Inter- 
continental jet, at 29,000 feet, midway between Cairo and 
Bombay, on the evening of July 17, 1961. On this five-and-one- 
half-hour flight, it occurs to me to tell you of the part which my 
personal life insurance program has played in this trip in which 
my wife and daughter and I are circling the globe. 

The story is a very personal one. Possibly it is so personal 
that I should hesitate to tell it. I do so, however, feeling that you 
might enjoy knowing first hand this instance of the usefulness of 
life insurance, and believing that by hearing this story you might 
be strengthened in your convictions and thus made stronger and 
more effective in your work. 


* * * 


Gren MONTHS before our only child was born, a little more 
than 21 years ago, I manfully resolved that on the very day 
of the baby’s birth — “Or,” I hedged a little, ‘as soon thereafter 
as I could get the hospital expenses and the doctor’s bill paid” — 
I would buy myself some educational endowment insurance. 

But it happened that those expenses came to a great deal 
more than we had anticipated, and so I delayed. Being quite as 
human as you, and you, and you (and those with whom you talk 
each day!) I kept telling myself I must do something about it 
“soon” ... and suddenly I realized that I had allowed nearly a 
year to slip away. 

Then I concluded that for sentimental reasons the perfect 
time to take a firm step would be on the young lady’s first birth- 
day, which now was near at hand. I promised myself that I would 
do so. I promised my wife. I even promised the baby! Having so 
committed myself, I fortunately had no choice. Thus it came 
about that on April 5, 1941, the very day of our daughter’s first 
birthday, I purchased two 20-Year Endowment policies on my 
own life bearing that exact date... 

. . . and from that day forward I have enjoyed the great 
pleasure and the deep satisfaction of knowing that if I would but 
make the required deposit each year, then at least a modest 
educational fund would be assured for my little lady, come 
what may. 

# # * 


N° YOU MAY WONDER why I bought two policies, and also 
perhaps why I bought 20-Year Endowments instead of 16- 
or 17-year plans. To answer these questions, I must explain that 
at that time I lived in Hartford, Connecticut, where I was asso- 
ciated with the Life Insurance Agency Management Association. 
In that capacity, as you will realize, I was in effect an employee 
of some 200 life insurance companies. It follows that in those 
days I bought my life insurance from any one of a great variety 
of companies, rather than only from my own company, as we 
ordinarily do. 

It happened, also, that of the many good life underwriters in 
Hartford, two had recently solicited my business, and I had prom- 
ised each that I would soon buy an educational endowment. This 
is why I bought two policies instead of one: because I had two 
promises outstanding! (It is an interesting footnote, I think, to 
know that both these men — Lowell Davis of the Provident 
Mutual, and Bill Pratt of the Northwestern Mutual — are still 
the highly successful representatives of those same two companies, 
in that same city.) 

The choice of endowments of 20 years, rather than of shorter 
durations, arose from the fact that each of these gentlemen 
represented a participating company. Had by chance either been 
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associated with a guaranteed-cost company, I would have bought 
from him a 17- or 18-year maturity. But I knew that a partici- 
pating 20-Year Endowment would be substantially a 17- or 18- 
year contract with dividends left on deposit. I also knew at that 
time what history has since proven with the passing of time, 
namely, that the net difference between the participating con- 
tracts and non-participating or guaranteed-cost contracts would 
be infinitesimal — and that it was of no importance which I 
bought, but only important that I buy one or the other. 


* * * 


EVENTEEN YEARS PASSED, and suddenly our baby was a young 
lady with a high school diploma in one hand and acceptances 
from the colleges of her choice in the other. And, happily, each 
of my two policies was worth approximately its face amount. 
Happily also, I concluded that I might be able to manage the 
economic strain of her collegiate years without calling on the 
policies. So from year to year I paid the next three premiums — 
which is to say that I continued to make deposits in those most 
excellent of all savings accounts — until all 20 years had passed. 
And then on April 5, 1961, the very day of our sweet 
daughter’s 21st birthday, I awakened to the pleasant fact that 
just two months ahead of her graduation from college I was the 
fortunate possessor of a couple of maturing 20-Year Endowments. 
And while they represented something less than King Midas’ 
fortune, to be sure, the amount was yet enough to have a very 
salutary effect indeed upon my economic health. 

Therefore, when I heard some casual remarks around my 
home about the particular suitability of foreign travel as a 
graduation gift, I was in excellent position to make myself a 
hero. I stepped forward gracefully to suggest that the young 
lady had richly earned a trip around the world — but that 
naturally her mother and I would have to go along to look 
after her! And since that time, as you will understand, I have 
been absolute emperor of our establishment .. . 


SI * * 


A™? THAT'S the whole story, except to point out the moral, 
or rather the several morals. 

One, of course, is that I certainly am glad I bought those 
policies, for without them I don’t believe I’d be fastening my seat 
belt as we make our landing approach at Bombay. Another is 
that if you have educational endowment policies and can struggle 
through the college years without tapping them, you won't have 
the slightest difficulty in finding some other use for the money! 
Another is that the peace of mind those particular policies have 
given me for 20 years has been beyond price. 

But most of all, the moral is that 20 years is a lot less time 
than you think it is. That is the point, above all others, which 
I wish I could make clear to the young father the day his baby 
is born, or the day of the child’s first birthday party. That is 
the point, above all others, so clear to the man whose children 
are grown, and so difficult for the younger man to appreciate. 
He thinks he has an eternity of time ahead of him in which to 
accumulate educational funds, and the truth is that he has but a 
moment. 

Listen to me, I beseech you, while I try to tell you how 
speedily 20 years flash by. I started an educational fund for a 
baby girl just beginning to walk and talk. I blinked my eyes a 
couple of times, and she was setting out for her first day of 
school. I blinked them again, and she was in high school. And 
before I could blink them once more, she stood before me in 
cap and gown with her college diploma in her hand. Please 
believe me when I tell you that the days flashed by with the 
speed of summer lightning, and that now I could almost per- 
suade myself that it was only 20 weeks or 20 months, rather 
than 20 years as it actually was. 

No matter how much time you think you have, my friends, 
you haven’t that much. It’s later than you think. 


Best wishes, 


Oklahoma City, Oklahoma Honolulu, Hawaii 


Home State Life Insurance Company / Hawaiian Life Insurance Company, Ltd. 
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NYLIC DOFFS ITS HAT TO BILL NORTH! 


For Outstanding Leadership and Service 
During the Past Year as President of NALU 


New York Life proudly salutes Bill North on the com- 
pletion of his term as President of the National Associ- 
ation of Life Underwriters. His executive ability and 
capacity for personal responsibility has been clearly 
demonstrated throughout the past year. 

Bill’s outstanding service in life insurance counsel- 
ing and his many important civic endeavors indicate 
the broad talents he brought to the Association. A 
graduate of Oregon State, Bill began his career as a 
New York Life agent in 1930, and entered agency work 
the following year. Later he was appointed General 
Manager in Montana. Since 1943, Bill has been General 
Manager of the Northern Illinois Office in Evanston. 


We congratulate Bill for a splendid job. We are cer- 
tain that the contributions he has made to the Associa- 
tion as President will benefit all NALU members in 
the years to come! 


NEW YORK LIFE 


INSURANCE COMPANY 
51 Madison Avenue, New York 10, N.Y. 


Life Insurance - Group Insurance - Annuities 
Health Insurance - Pension Plans - ~ 








30¢ a 
$7.50 « 


— 


NA 
In ¢ 


The pl 
of $2 fail 
of the | 
Denver | 
quired t 
eight vote 

The o 
trustee sl 
indicates, 
didates w 
ing was 


ToC 
In La 


Conn 
The Ne 
mittee or 
tions wil 
Oct. 23-3 
the subje 
law as 
General 
Condon i 
The Ne 
state’s hi 
that Con 
out-of-ste 
chase co! 
fire and 
jeopardiz: 
business 
departme: 
lower cot 
appeals, — 
Connectic 
ling inte! 
company, 
newed be 
the sectio 
in ‘the lav 
the fire < 
violation. 
The co! 
at 10:30 
New Yor! 
Vesey St., 
course of 
the comm 
other sub 
marily to 
one on fi 
other on } 
regulatory 


Ariz. | 
With , 


Gain 

Arizona 
centage ¢g 
August of 
District of 
cond place 

eir resp 
12% and 1( 

For the 
year, Alasl 
Arizona p] 
boost, and 
was in the 
11%, 





